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Seven K at Years Ahead 


Tariff Prophecy on Shoes and & eather 


ISTORY ‘shows that tariff revisions are never 
H less than seven or eight years apart. In that 

period serious trouble may arise through new 
factors and new competitive conditions abroad. It 
seems an illogical absurdity that commodities which may 
need protection must wait, if on the free list, seven or 
eight years before any change can be made. 

This is true only of articles on the free list, for the 
President has no right to change items from the free to 
the dutiable list, or from the dutiable to the free list. 

The President may, on the report of the Tariff Com- 
mission, modify rates on the dutiable list up or down 
fifty per cent. 

The shoe trade found itself, in the first draft of the 
tariff bill so situated on the free list that whatever might 
happen in imports of shoes or finished leather absolutely 
nothing could be done until the entire Congress again 
started tariff tinkering. The strategy therefore for the 
last two weeks has been to put both the shoe and 
leather schedules on the duti- 


months of 1929 the United States imported 2,237,807 
pairs of leather boots and shoes (free) valued at $6,450,- 
252, an increase of 110.3 per cent in quantity and 96 
per cent in value over the imports of the corresponding 
period of 1928. If such a rate of increased importation 
continued then the shoe industry certainly faced its 
most serious crisis. For this reason strenuous efforts 
were made by many manufacturers and representatives 
of factory and tannery interests to bring about commit- 
tee amendments as follows: 


pwn hides and skins of cattle and of the bovine 
species, 10 per cent ad valorem; for belting leather, 
leather to be used in the manufacture of harness or 
saddlery and sole leather, 1212 per cent; for side up- 
per leather, patent leather and leather made from calf 
or kip skins, 15 per cent ad valorem; for boots and 
shoes or other footwear made wholly or in chief value 
of leather not specially provided for, 20 per cent. 
Very emphatic pressure 
from farm interests made nec- 





able list and as high up in its 
ad valorem percentage as pos- 
sible. 

As far as shoes are con- 
cerned, the percentage of im- 
ports in ratio to production 
is not so large as to cause im- 
mediate worry, but the pros- 
pect of seven fatter years of 
imports made such a picture 
as to discourage the industry. 

It was shown at Washington 
that during the first four 


The House of Representatives in the storm- 
iest session of any since the tariff bill was 
introduced, approved of hide, shoe and 
leather duties by a vote of 196 to 90, 

ing a duty of ten per cent on hides, 
12% to 30% on leather, and a levy of 
20% on boots and shoes. Congress was 
informed that a duty on imports (shoes 
and finished leather) does not raise the 
price of a commodity unless that com- 
modity is controlled by a monopoly or 
unless there is not a sufficient domestic 
production to meet the demand. Neither 
of these factors are present in the shoe 

and leather industry. 





essary a 10 per cent duty on 
hides. This 10 per cent tax 
on sole leather was put over 
with a loss of ground to the 
shoe industry. It was impos- 
sible to get a duty on shoes 
and leather without giving 
something in return. At least 
that attitude on the part of in- 
dustry had the effect of mak- 
ing the battle for free hides 
weaker. Until last week the 


[TURN TO PAGE 90, PLEASE] 
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AIL the inventive genius of America! Stepping along 
into a Summer made prominent by sun tan backs 
(fashion revealment) we find openings in shoes, punched 
and perforated, for novelty sale in mid-Summer. Ventilation 
has been made fashionable, and perhaps we will see begin- 
ning this Summer a series of seasons with typical summerish 
shoes, made cool by punched holes. 
With the sleeveless and sun-back dress mode, the punched 
hole and moccasin type shoe envelopes the sport shoe picture. 
The serious publicity which has been given to the sun-tan 
vogue by important industries, clinics and beauty specialists 
becoming thoroughly sold throughout the country in depart- 
ment and specialty store advertisements, has opened wide the 
door for punched hole and moccasin footwear. The punched 


For active sports, rubber hole shoe or sandal has necessarily refined its lines to con- 
sole, perforated top 


White suéde oxford, red Prince of ot nod effect, White kid, yan = 
‘ orations novelty ventilating per- trimming, plain é 
trim, top perf foratlons punchings 
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Cast of Characters 


Jack Stark—Traveling Salesman 


William Green—Shoe Merchani 


(Heroes, heroines, villains and 
aged parents added for good 
measure ) 














Stark: So you’re afraid your July sale will be a flop 
because you are all shot in middle sizes, eh? 

Green: Same old story. It’s that way every year. 

S: Why don’t you do something about it then? 

G: I’m certainly going to next year. Heavy in the 
middle is my motto from now on. But that doesn’t get 
me out of this year’s end size pickle. 

S: You advertise end size novelties and they flock in 
for middle size staples.. Is that it? 

_G: That’s it. Aren’t folks funny that way? 

S: And they think the shoe man is funny for not 
having what they want. Maybe they’re right, at that. 
Let’s fool ’em once. 

G: Go on and kid me; I like it. 

S: Take, for instance, our Garbo Tie. You've been 
paying $5 for it and getting $8.50. You remember I 
told you this morning we are closing it out at $4.25 to 
make room for that new Greta Tie for this Fall. 

G: Yes, and I’m closing mine out in July at $5.95 too, 
for the same reason. Rule Number 1 says you can’t 
put in a new pattern without getting shed of one old 
one. Right? 

S: Right. 

G: Old Garbo Tie is one of the best in the house. 
When I advertise it at $5.95 there’ll be five hundred 
women in for it the next morning—four hundred and 
ninety of them wanting middle sizes which we’re out of. 

S: You'd be smart then to buy two or three hundred 
pairs, all in middle sizes, at $4.25 and sell them at $5.95. 
You could advertise in a bigger way and not get your- 
self a black eye with those middle size women who will 
flock in. 








G: Like fun I’ll buy some more to take a loss on! 
$4.25 for $5.95 is—let’s see—five from five is ought, 
two from nine is—mm—mm—vwell, it’s a little better 
than 28% per cent mark up, while my expenses never 
run less than 30 per cent. Nothing doing! I can lose 
enough money unintentionally without throwing away 
some more with my eyes open. 

S: Nevertheless, you would be making money on these 
particular shoes. 

G: You're crazy. 

5S? ee ewe. 

G: The figures show it. You can’t make money on 
28% per cent mark up when your expenses are 30 per 
cent. Anybody knows that. 

S: Listen a minute, Bill. Percentages exist around 
a shoe store simply because they are the easiest way to 
arrive at certain general answers. These answers are 
correct on the whole—I mean, as an average—yet in- 
correct as regards each single item that goes to make 
up their total. The Yanks batted 0.296 last season, but 
that doesn’t mean that Babe Ruth hit less than 0.323 or 
Hoyt any better than 0.257. 

G: And did you see what the Babe did yesterday! 

S: Now don’t get off the subject. Your expenses are 
30 per cent as a whole. But not on each indidivdual 
line by any means. That off color green pump yonder 
will cost at least 50 per cent before you get it closed out. 
Your boudoirs certainly don’t cost any more than 25 
per cent to sell. You admit you’re stuck on golf shoes ; 
they will cost maybe 60 per cent to get from under. 

G: Say, I can’t stop to figure each ,separate style. 
S: Right. That’s why we use percentages. But you 
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There’s a Way of Turning Defeat into 
Victory When Your End Season In- 
ventory Shows a Heavy Load of End 


Sizes 


must not shut your eyes to certain evident exceptions 
to these percentages if they up and smack you in the 
face. For instance, Garbo Ties. You admit they'll be 
a hand out at $5.95. No effort, no argument, no grief, 
no “sales resistance.” Just put ’em on, take ’em off, 
wrap ’em up. In other words, very low selling expense, 
certainly not over 20 per cent, probably less. You'd 
actually be making money under those circumstances on 
that particular pattern, regardless of the slow moving 
lines that show a loss at the same price. 

G: But I’d be slowing up the sales on what I already 
have. 

S: Wrong again. You say you have only end sizes; 
you're filling in only middle sizes. A size 6 B never 
stopped the sale of an 8 C. On the contrary, it really 
helps. 

G:. Helps? 

S: We'll say you’re out of 6 B’s in the sale. All right, 
but when a 6 B woman comes in you can’t tell her to 
run along and not bother you. She’d be insulted. No, 
your clerk must take her shoe off, put on several pairs 
that he knows won't fit, and then take time to explain 
why there are no 6 B’s left. And all the while she’s 
getting madder. 

G: You're right there. It takes twice as long to miss 
a sale as it does to make one. I’ve always said that. 

S: The point is, you’ve gotten your sizes into such 
a condition that a sale is necessary to clean them out. 
Now then, it’s good business to put in more sizes that 
don’t conflict with the ones you’re stuck with. You save 
your time and your reputation, for you make a lot of 
middle sizé customers happy quickly who would other- 
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wise have been disappointed after having taken up a 
great deal of your valuable time right when you were 
busiest. 

G: I’m beginning to see the light. If I have a reason- 
able quantity of middle sizes I’ll handle the crowd faster 
and take in more money than usual, making my real 
selling expense, for the time being, lower than 30 per 
cent which is my average. Those middle sizes won’t 
interfere with getting rid of end sizes to end size feet. 
It’s always easier to sell odds and ends when the crowd 
is active and happy. Say, Jack, here’s an idea! Why 
not do it this way the year round and keep the crowd 
coming all the time? 

S: For three good reasons. First, the crowd comes 
only because they know they are getting real $8.50 shoes 
for $5.95. Second, you are glad to buy them from me 
at $4.25 only because you know they are worth $5. And 
you yourself know that the fellow who sells at cut price 
all the time is really never selling at cut price. Right? 

_G: Right. 

S: And third, as you know, during the regular selling 
season certain linés sell quickly, and consequently at low 
selling expense. Other lines move slowly, at high selling 
expense. Therefore the mark up must be kept up, or 
even raised, on the fast styles to carry the slow ones. 
If you sold your fast styles at 281% per cent mark up all 
the time, you would build no reserve to offset the loss 
on the slow lines. But your July sale is different again, 
for a sale that is only half a sale is worse than no sale at 
all. Right? 

G: Right. Let’s get these sizes lined out now—right. 
CURTAIN 
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Getting More Shoes Sold Right 


Tariff or No Tariff 


ARIFF or no tariff, shoes are not likely to be 
cheaper. 

Tariff or no tariff, American shoe manufacturers 
will continue to compete vigorously in the efficiency 
of production. ; 

Tariff or no tariff, American shoe manufacturers 
will-stay at the head of the world’s shoe makers in 
skill and speed of machine-made shoes. 

Tariff or no tariff, the business of retailing shoes 
will continue to be one in which hard work and care- 
ful managing are necessary, with no easy snaps for 
anybody, from the proprietor to the errand boy— 
nevertheless a business which is slowly improving 
from year to year and improving fastest where the 
best methods are used. 

Tariff or no tariff, we shall all live and prosper, with 
no more than our usual share of the jolts and jars 
which serve to keep us from getting too chesty. If 
duties are placed too low for general prosperity, now 
is the time for them to be elevated. Nobody expects 
the American people to stop their buying pace because 
of any possible change of import duties. Which, be- 
ing the case, let’s get to business and keep going. 

The prospects as a whole for twenty billion dol- 
lars’ worth of crops planted and well on the way to 
harvest and three times that volume of industry busi- 
ness yet to be done this year, there is good business 
ahead for everybody—summer or no summer. Let’s 


go. 
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Economic Changes Ahead 


A Y major change in industry deserves forethought 
and foresight. In all probability the tariff will ride 
through Congress about as it now stands—hides 10 per 
cent ad valorem ; shoes, 20 per cent ad valorem and shoe 
leather 15 per cent ad valorem. 

The first item indicates the possibility of an increased 
price on shoes. It will fall heaviest upon shoes in which 
leather forms about two-thirds of the cost of the mak- 
ing. Therefore, in children’s shoes, especially since 
good leather is needed to stand the wear, it may be 
impossible to avoid an increase in prices. Hold to the 
standards of good leather in children’s shoes, since 
inferior leather is in its worst possible place in children’s 
shoes. It would pay the customer to buy good shoes in 
which good leather is used. They are really the cheap- 
est in the long run. Good leather is needed by active, 
all day foot-running children. 

The 20 per cent duty on finished shoes will have no 
effect in increasing the price per pair of finished shoes 
in this country, other than the increased hide cost pre- 
viously mentioned. There is no pyramiding of costs 
because of a 20 per cent protection. The sharp com- 
petition between factories in all grades makes positive 
assurance of the most for the money in shoe making, 
tariff or no tariff. 

Undoubtedly the importation of foreign shoes will be 
checked. Let no one carry away the theory that a duty 
of 20 per cent levied against an importation of less than 
2 per cent of the shoes worn in America will have the 
effect of influencing American prices. The only effect 
of that duty is to keep part of this percentage of shoes 
out and increasing, perhaps by the same percentage, the 
number of pairs manufactured in this country. 

There is no anticipated rise as yet to be discovered 
in the economics of a duty on finished-leather. The 
tanneries of this country are capable of making all the 
leather needed. The addition in their production, how- 
ever, will serve as that necessary extra percentage in 
production that will make a profit possible. The over- 
head and costs of tanning at 60 per cent production, in 
contrast with an 80 per cent production, means profit 
at the higher tannage production. 

The production of shoes is well standardized. The 
production of leather is not standardized, because every 
batch of material varies as to weight, substance and 
condition of the raw stock. But both of these divisions 
are more constant than the tremendous field of distribu- 
tion at retail. 

There will be future variations in production through 
changes in style, material and color, rather than through 
changes in processes. There is a need for real facts 
about the different methods of distributing goods from 
the producer to the consumer and the costs of these 
methods. These facts to date have not been brought 
together in any one place. 

The time has come to study thoroughly the new con 
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ditions produced by legislation. The economic changes 
now come through act of Congress. 

It is necessary to study anew the operative costs of 
business under new conditions. Already there is to be 
noted a change of feeling within the industry—a more 
optimistic feeling that the future has within it a fight- 
ing chance. 

There is no question but what two great divisions of 
an -industry feeling sick communicates that sensation 
right down the line in fellow feeling. A new fighting 
spirit has-arisen. It is already being sensed. The price 
paid for this new feeling isn’t heavy. Perhaps the 
mental uplift that comes to the trade is potentially worth 
most of all. 

The shoe trade, under the first tariff report, would 
have stood alone as the one industry in America free of 
duties across the board. The protective policy of the 
American Congress now develops a second picture of a 
dutiable classification across the board. If these tariffs 
become law, then one of the first fights should be before 
the tariff commission to cut the hide tariff by 50 per 
cent, for under a flexible tariff proviso, the President 
has that power. 


Prestige Bait 


OW ethical a practise is it for a store to buy one 
hundred high priced shoes in a season as prestige 
bait for the business? The 
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than bringing in deception and fraud as aids to the sale 
of cheaper shoes. 

Good shoes, beautifully designed, have a place in 
every good shoe store and are well worth the price paid. 
Why destroy values by imitation? 

Good goods are worth the price asked and are a test 
of good store salesmanship. When a good line is car- 
ried, play it to the limit. Sell and develop more busi- 
ness thereon, for there is money to be made in quality 
merchandise. 

All grades of shoes have a place in public demand. 
High quality shoes do serve a purpose in lifting up the 
standards of the store as much by making it an incen- 
tive and joy to the salesman to accomplish the sale of 
quality shoes for sweet quality’s sake alone. 


“Tob Getting Time” 


OU young men who are seeking “permanent jobs,” 
consider this: Your job will be just as permanen: 

as you make it. Just as long as you make yourself 
indispensable to your employer will your job be yours. 
He will keep you as long as you are profitable to him 
and no longer. No employer hires a man because of 
the color of his hair, the shape of his head, or his elegant 
manner. No, indeed. A man is hired to do certain 
things for his boss. If he does them in such a manner 
that the boss makes some 





store then takes the best 
models and has them re- 
produced to sell at half the 
price. ‘ The customer then 


The Reason Why 


money all is well. It 
would be a fine idea for 
young men to think this 
over carefully. Suppose 
that your salary is $30 a 


is tempted with the top 
quality shoe, and when 
protesting the price, is 
shown the evident substi- 
tute. 

The practise is not un- 
common in the shoe busi- 
ness. We have seen it 
time and time again. It 
has been tried in hats, 
gowns and every com- 
modity in which the test 
of comparison influences 
sales. 

It isn’t the squarest 
method of merchandising, 
and the public itself, in the 
long run, will protest it, 
for it is obvious that the 
quality of one can not be 
interpreted into the other 
at half the price. 

If a store is run for a 
profit in cash, as well as 
a profit in prestige, keep 
the two together rather 





DURHAM SHOE CO. 
Durham, N. C. 


I want to tell you how valuable your publica- 
tion is to my business. It is from the pages of 
the Boot anp SHOE Recorper that I secure a lot 
of my knowledge of the shoe business. It puts 
us in contact with the. business methods of other 
shoe organizations. During the past four or five 
years I have found no other shoe publication that 
has benefited me more than yours. 

(Signed) DURHAM SHOE CO., 
By G. E. Isaacs. 


* * * 


It is in the middle of his generous letter that 
Mr. Isaacs strikes a chord we love to hear. The 
Boot anp SHOE REcORDER, he says, “puts us in 
contact with the business methods of other shoe 
organizations.” This clearing house service, in 
which merchandising ideas are gathered from 
all parts of the country, is one we have striven 
hard to bring to its present state of perfection. 
The knowledge that it is appreciated is all the 
recompense we ask for the tremendous labor 
and expense involved. 


President. 








week. How many shoes 
must you sell in order to 
earn that much money? 
Suppose that you barely 
earn that amount. The old 
man 1s swapping dollars. 
He is not making any 
money on you. He is not 
in business to swap dol- 
lars. Make your efforts 
profitable and your job 
will be as permanent as 
the eternal hills. 

The laborer is worthy 
of his hire. If you are 
really worth more money 
than you are paid, you'll 
get it, either from your 
boss or from some one 
else who will soon recog- 
nize your ability, for real 
ability and willingness to 
work cannot fail to win 
recognition. 
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display man is exhibiting it in a glass case promi- 

nently placed near the entrance. Visitors to the 
women’s department cannot fail to see the showing. 
Many pause to observe what it is—a striking color ef- 
fect, an extreme style creation, very low-cut pump pat- 
tern, short vamp, heel nearly three inches high—a fash- 
ion vagary, it is true, but really beautiful to look upon. 
Down deep in the hearts of scores of women who stop to 
look at it is a strong desire to possess it themselves. 
Among all these some would be quite justified in select- 
ing it; but for most the choice would be absurd. 

How does the efficient salesman manipulate his selling 
procedure so as to sell this slipper only to customers 
who may buy it wisely? A variety of incidents marks 
his day’s selling experience with several of the women 
in his clientéle. 

His first customer to succumb to the lure of the new 
style is a young matron, who pauses at the display, and 
is so overcome with admiration for the slipper that some 
of her buying standards temporarily fade into the back- 
ground of her consciousness. But the salesman must 
remember them and govern his procedure by them. 

First Customer—Oh! Mr. Colvin! This is just what 
I want! Let’s try it on right away. 

Salesman (seating customer and removing shoe)— 
I'll bring you the slipper directly. But—I don’t want to 


i ing vs a new slipper came in. Today the 
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ow to handle 


How to Sell Her What 

She Should Have Rather 

Than What She Thinks 

She Wants — It’s a 

Tough Job But It Can 
Be Done 


Seventh of a Series 


By O. K. JOHNSON 


discourage you, but the slipper is rather difficult to wear. 
(Brings it from stock shelving and holds it up to give 
customer a quartering view and a full side view, then 
hands it to her in such a way as to bring the heel promi- 
nently into notice.) Now I know, and you know, too, 
Mrs. Rand, that you’ll never in the world be able to 
wear a heel like this. It’s almost three inches high, and 
your foot ought not to have a heel more than two inches 
high at the most. 

First Customer—Gracious! It is a high heel, isn’t 
it? It didn’t look so high as I glanced at it in the case. 


ALESMAN—Your approval of the appearance of 
this slipper gives me a good idea of what you would 
like in style. I'll bring you another which I believe will 
prevent any disappointment and will agreeably surprise 
you with its beauty and novelty and will prove to be an 
entirely practical type of slipper for your foot. (Brings 
another slipper and presents it.) There are similar tones 
in this color combination, the lines of the last are modi- 
fied a little, and the arch is sprung in such a way that it 
successfully carries a two-inch heel. [I'll slip it on. 
(His selling procedure instantly awakens the customer’s 
interest and soon arouses a desire to possess the pump 
he puts on her foot. The sale is closed with the cus- 
tomer forgetful of her first disappointment and delighted 
with her purchase. ) 
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Reveless [mpetuous, Hair- [rigger 
CUSTOMER 


The second customer, a young girl, who surrenders tuo 
the lure of the newest display, presents another problem 
to the salesman. 

Third Customer—Oh! Mr. Colvin! What a beautiful 
slipper! I’d like one and I’m going to have it. 

Salesman—Step this way, Miss MacGregor. I'll be 
glad to show it to you., (He must choose with care 
the merchandise to show this customer, for, in an im- 
petuous, precipitate way, she has overlooked a point of 
some importance to her—the price. The salesman knows 
she will never think of paying sixteen-fifty for any 
slipper, that she will hardly want to go higher than ten 
or ten-fifty. Naturally he cannot say, “This slipper is 
more expensive than you can afford to buy.” But-that 
idea must get into the customer’s head. He returns 
with five or six styles and begins to present them.) Here 
is the slipper you saw in the case. It is one of several 
handsome novelty styles which we have recently placed 
in stock. We feel that we have an unusually large 
assortment of this type of slipper from which you may 
make a happy choice. These are all equally new. 
(Hands her a second slipper.) This is one which many 
will think quite as beautiful as the one you saw first. 
And here is a twelve-dollar pump; perhaps you saw it 
in the window when you came in. 
We have them priced as low as 
eight-fifty and even seven-fifty, 
like this, and this, for instance. 
You'll note that all these belong to 
the same general type of footwear 
—noticeable for novel design and 
the striking use of pretty colors; 
and they all have the high slender 
heel. Yet they are all different. 
That gives you a big opportunity to 
select just the one that suits you 
best. 

Customer—(She is now think- 
ing about the price, realizing that 
perhaps the pump which first at- 
tracted her is too expensive for 
her. But the salesman has been 
careful not to say a word about its 
price.) What is the price of this 
slipper, the one in the front case? 

Salesman—Sixteen-fifty. (Men- 





tioned lightly in a most casual manner. 

Cus:omer—And what are the prices of these two? 

Salesman—Both of these are ten-fifty. 

Customer—( Taking both in her hands and comparing 
and contrasting the effects.) Suppose you slip one of 
these on? 

Salesman—( Tries on both of the ten-fifty pumps and 
goes on with his selling talk, feeling now quite at ease 
in the knowledge that the customer is considering a 
grade of footwear which meets her price standard. And 
she buys.) 


THE Store’s EpucaTIONAL Director Says: 


Other customers of the quick, impetuous, rapid-buy- 
ing, careless type fall to Colvin’s lot during the day. 
With each a distinct problem arises. Contacts start 
invariably with such remarks as “Oh! Mr. Colvin. This 
is just the slipper I want!” The salesman is entirely 
willing to sell the slipper in cases where he feels the pur- 
chase will continue to please and satisfy ; but where he is 
sure the customer will not get continued pleasure and 
satisfaction, he endeavors to sell some other style. 

Here the salesman is faced with common-sense prob- 
lems of good taste, suitability, fitting. How does he 
meet them, considering the hair- 
trigger tendency of some of his 
customers to buy instantly, with- 
out suitable reflection, while he 
knows they are bound to suffer 
from their impetuosity later? 

With this type of customer the 
salesman faces this preliminary to 
all successful selling to these folk 
—to prevent the transaction from 
running away with him, to slow it 
down enough to make sure that he 
retains control over the situation. 
He must not allow the customer 
to buy so quickly that her selection 
of merchandise does not meet the 
requirements of the buying stand- 
ards which she has determined for 
herself and which she usually ad- 
heres to. Many practical con- 
siderations influence him, as in 
dealing with such customers as: 


[TURN TO PAGE 90, PLEASE] 
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Building Trade With 
Personal Letters 


AN ANTONIO, TEXAS — One 
boy’s job in the Katz & Moser Shoe 
Store is to read all the local news- 
papers. He does it on the firm’s time 
and gets paid for it too. He is looking 
for personal items in the news. , This 
is an exact letter that I picked up from 
his desk: 


Dear Mr. Nesrsta: 

Kindly allow us to congratulate you 
on being elected captain of the 1929 
St. Mary’s University baseball team. 

We have followed your outstanding 
work in all lines of athletics at St. 
Mary’s with great interest, and are con- 
fident that your team-mates have made 
a wise selection in a leader. 

Your individual brilliancy, coupled 
with the clean way you play the game, 
regardless of what sport, is certain to 
bring more favorable publicity to San 
Antonio’s chief representative in all 
branches of sport, your university. 

Wishing you the best of luck and a 
very successful season, we are 

Cordially yours, 


In an issue of the Express he had 
read that George Nesrsta had been 
elected captain of the university base- 
ball team, so the above letter was sent 
to George. No mention is made of 
shoes, just a human letter from one 
fellow to another. 

All sorts of varied experiences come 
to home folks, which are recorded in 
the daily press. Many of them warrant 
a letter. 

A couple of other good thoughts that 
are building good-will for the K. & M 
store. Ten thousand celluloid card: 
which give the dates thatthe San An- 


by HARRY R. TERHUNE, Fiep Epitor, 





tonio Bears will play at home, are dis- 
tributed on the opening day game. Per- 
mission is easily obtained from the club 
officials to do this. Men will save these 
cards all through the season. 

Once a year a cup is given to the 
most valuable player on each of the 





— 
Using History to 
Build Sales 
Phoenix, Ariz.— Lacy Bros. 


have a good way of keeping the 
public interested in their win- 
dows. This idea has been used by 
them for several years and was 
originally adapted from the news- 
paper feature “Today in History.” 
Their method is to take a 7 by 11 
white card and under the heading 
of the date give some interesting 
event in local, state or national 
history, as, 
“April 19, 
“Anniversary of the Battle of 
“Bunker Hill.” 











high school teams. There are three 
high schools in San Antonio, so three 
cups of equal value are offered. All 
through the season the cups are on 
display in the store, and considerable 
ballyhoo is used in the windows, the 
newspapers and the school papers. Some 
accumulative advertising ! The selection 
part is easy and is also good publicity. 
The cups are awarded to the boy whose 
schoolmaies give him the most votes. 
At a class meeting, the player whom 
the class feels is best qualified, is 
elected, so everything is fair and 


proper. 





Advertising the Use of 
the Shoe 


LEVELAND, OHIO.—“New 

merchandise must be exploited to 
be sold. It is the old story of selling 
the customer, but we are doing this 
through quite modern methods,” said 
Joseph R. Minco, shoe buyer of The 
May Co. “It is not the selling of one 
pair of shoes to a customer that maker 
for a large growing shoe business, it 
is the selling of many pairs to a cus- 
tomer in such a way that she will like 
it and will come back for more. 

“This is a day of promoting things. 
Telling the world at large how a certain 
shoe was bought to complement a cer- 
tain material is business promotion. 
The advertising of the ensemble hats, 
shoes and coats has done more to 
stimulate business than any other 
agency, to my way of thinking. It tells 
the woman precisely the use of the 
article we have to sell. And that is the 
new way of advertising. 

“Tt seems that the public is just com- 
mencing to realize what an important 
role footwear plays in proper cos- 
tuming. The shoe department alone 
could not put this idea over, but by 
combining with the hat and coat de- 
partments, we are able to tell a con- 
vincing story both in our newspaper 
advertising and in our display windows. 
A solid window of broadtail shoes, hats 
and coats, backs up a 20-in., three- 
column advertisement. 

“We put over Green, Burgundy and 
Fuchsia colors in shoes last Fall through 
this means, as they were never put over 
before. The customer response to this 
has been so good that considerable pub- 
licity of a like nature is being planned.” 
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When New People Come 
To Town 


HATTANOOGA, TENN.—In this 
fast-growing city there are many 
people coming to town. In order to 
get in touch with the good ones, E. P. 
Schlesinger of the Walk Over Shoe Co. 
has an arrangement with the local 
movers to keep his store posted on the 
likely folks as they arrive. A “Wel- 
come to Our City” is sent to each fam- 
ily. With a mailing list of 2500 men 
and 5000 women, many letters are sent 
out on many different subjects. These 
letters and others are thought by the 
firm to have a considerable bearing on 
the fact that the men’s sales were 
doubled last year. When the American 
Express Co. transferred a number of 
employees to Chattanooga from Phila- 
delphia, each employee received the fol- 
lowing letter: 

“This country town, as you probably 
call Chattanooga, (and it’ is as com- 
pared to Philadelphia) is always glad 
to welcome new citizens of the better 
kind, And we know you are the better 
kind, for your company would not have 
taken the pains to transfer you, had 
you not been. 

“The personnel of our store are old 
residents of Chattanooga, and we would 
be much pleased to meet you, a new 
comer. You do not have to buy a pair 
of shoes to be welcome in our store.” 


* * * 


Turning Them. Over 


EMPHIS, TENN.—Says Ray C. 
Podestra of Hanan’s: 

“There is scarcely a day that we do not 
have from one to five people return who 
were in earlier in the day, and through 
the courteous treatment afforded them, 
return to buy. I believe in turning cus- 
tomers over, but not as it is usually 
done. When I note that the going is 
getting rough, I just ease into the sale 
and effect a change of men, without 
the customer being aware of it in many 
cases.” 

*x* * * 


Checking the Salesmen 
On Lost Sales 


OMEWHERE in Dixie.—A chain 

store which doesn’t want its name 
mentioned has a pretty clever way of 
keeping track of lost sales. Each sales- 
man is supplied with a number of tin 
bound, red cardboard circular tickets 
the size of a quarter, on which his num- 
ber is plainly written. When he misses 
a sale, he is required to give the floor- 
man one of these checks. And how a 
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Cashing In on a Horse Show 











If you want to sell riding boots you've got to know the horsey 
set, and one way of knowing them is to go where they are. 
Accordingly, when Delman, who maintains a store in Washing- 
ton in addition to his fine Madison Avenue, New York, estab- 
lishment, wanted to get the riding boot business in the national 
Capital; he offered prizes of riding boots for several events at the 
National Capital Horse Show, held recently at Bradley's Farms, 
Maryland. Mrs. Bernard Gimbel, wife of the merchant, won a 
pair of boots in a jumping event. This was news. Newspaper 
photographers took pictures, such as the one shown above of Mrs. 
Gimbel, picking on her boots at Delman’s booth on the horse show 
grounds. Her twin daughters are in the background. This pic- 
ture was widely used in the newspapers. Did Delman object to 
the publicity? He did not. 





man will hustle before he will turn in 
a chip. 

Turnovers are practiced in this store 
but they are not forced. That is, the 
the customer is turned over provided 
she is willing. If the man who takes 
the turnover misses the sale, he is not 
charged with it. These stores pay the 
salesmen 10 cents for each customer in- 
troduced to the hosiery department. 
The proportion of hosiery sales to shoe 
sales in these stores will run equal on 
account of the thin dime expencled. 

¢ ¢@ 


Let the Boy Buy His 
Own Shoes 


EMPHIS, TENN.—Tom Sher- 

ron has a clever little line in his 
boy’s shoe advertising that shows he 
knows his youngsters. It is, “Send the 
boys in to be fitted. You don’t have to 
bother to bring them in.” The argu- 
ment in this case being that if a mer- 
chant has the style a boy wants and the 
quality a parent demands, the sale is 
made much easier if the boy is alone. 


It is even better if a couple of boys 
come along with him so that he can 
prove to them how smart he is in being 
able to select and wear the kind of a 
shoe he wants. Someone is all the time 
bossing boys and they resent being told 
what they must wear, whether it comes 
from a parent or a salesman. If the 
boy is alone when buying, a salesman 
can make tactful suggestions that the 
boy will take as his own. 


* * * 


Overdue Accounts 


EMPHIS, TENN.—If an ac- 

count at Cook & Love’s is two 
months overdue, nothing special is done 
about it, but the first of the third 
month sees it listed. A complete record 
of the delinquents is placed on each of 
the partner’s desks so that they may 
solve the best wav to get Bill Smith’s 
money without offending him. Some- 
times a phone call is all that is needed, 
but each account is followed up until 
the pencil has run through it as an 
indication that all is well on the books. 














The new pattern 
was introduced 
with an attractwe 
window display 
showing Hiawatha 
in real Indian moc- 
casins and a mod- 
ern miss in the 
styleful adaptation 


T the recent styles confer- 
A ence of the allied industries 


in New York City, atten- 
tion was called to the moccasin 
type oxford for active sports wear. 
Mention of this trend also was 
made in the official report of the 
conference. One of the speakers, 
furthermore, cited the fact that 
Greco had sponsored it as a sports 
shoe pattern in Paris and that it 
was being shown there in both ox- 
fords and one-straps. 

Now it has been adopted into a 
higher style class by the John 
Murphy Company, Ltd., of Mon- 
treal and is here shown as sold by 
them—a combination of the Friar 
and moccasin patterns with high 
heel, for street or spectator sports 
wear. 

As pictured in the advertisement 
and shown in the window, this 
pattern has been made up in sun- 
burn kid with lizard tongue; navy 
blue kid with lizard tongue; light 
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Moccasins Influence Style 


Canadian Merchant Finds the Pattern Good in 


Dressy Shoes for W omen 
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ONiawatha 


A New Footwear Fashion 
inspired by the Moccasin 
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sunburn kid with dark sunburn 
kid tongue; all flame red kid; all 
white kid; all green kid; and all 
“bleu-de-Lyon” kid. 

“The Hiawatha has taken hold 
very well,” says H. G. Minhinnick, 
manager of the department which 
sponsored the new style. “Within 
a week after its appearance we 
sorted 120 pairs and also added 
another color (brown) to the 
range. 

“From time to time, as we get 
a shoe which we can link up with 
a character or an era, we feature 
it in this way. We had a buckle 
shoe which we called the ‘Louis 
XIV’; also a gore shoe called the 
‘Athena.’ Both were featured 
with window trims along the same 
line, in one case showing the 
figure of a French lady of the 
court wearing the ‘Louis XIV’ 
shoe; in the other case showing 
an Athenian temple with the figure 
of a Greek goddess.” 
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A Disappearing Dis play 


Unique Feature at Boston Shoe and Leather Fair 
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in View Only During Intermissions 
Between Style Revues 


tion feature of the Boston Shoe and Leather Fair 

is to be one of the outstanding innovations at the 

coming exposition at Hotel Statler, Boston, July 8, 9 
and 10. 

While the desirability of making it possible for each 

visitor to see the more important things each exhibitor 


A UNIQUE method of préserving the shoe exposi- 




















the runway 























e BETrT! 


The illustration at the left 
shows the display cases ele- 
vated for all to see and with 
forming the 
roof. Before the style revue 
begins the whole structure 
sinks down, the display cases 
disappearing behind draper- 
jes attached to the railing 


the illustrations on this page, they will be arranged in 
two tiers attached to the uprights supporting the run- 
way on all sides except the stage. 

At all times, except when the Style Revue is in prog- 
ress, these show cases will be at a height which will 
afford visitors the best view of their contents. At the 
time of the Style Revue means are provided whereby the 
cases can be quickly lowered to a point 
where the top of the upper case is slightly 
lower than the level of the runway. When 
the Revue is over, the cases are promptly 
raised to their first position. 


HE lighting arrangement is most in- 
genious, for when the cases are up the 
illumination of the exhibits is accomplished 
by means of a line of trough reflectors, held 
at a height and distance from the front so 
that the light is thrown into the cases. The 





reflectors are held in position by brackets 
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which consist of three folding arms which 
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is producing, is generally recognized, 
the encroachment of the Style Revue 
and the necessity for definite seating 


—== || tor the runway demonstration. 


<—t) are so designed that when the cases are 
| lowered for the Style Revue, they are 
folded back on top of the cases and the 
reflectors are turned so as to form footlights 
This ar- 








rangement was devised by Major Charles 
T. Cahill of the United Shoe Machinery 
Corporation, chairman of 
the Exhibits Committee. 








capacity have been gradually forcing it 
into the discard. The attempt to meet 
this situation by the inauguration of 
bench displays has not been successful, 
as visitors used the benches for seats 
or even standing room during the period 
of the Style Revue, with the result that 
the exhibits were entirely disorganized, 
and in many instances beautiful and 
expensive shoes were seriously dis- 
figured. 

In the new plan each shoe manufac- 
turer will have the opportunity to dis- 
play such shoes as he may elect in a 
giass-front case 40 inches long and 18° 
inches wide and high. As shown in 
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tyles for the 


olume Trade 


By E. C. HYDE 
of St. Louis 


HE Allied Shoe Committees, in New York, pre- 
pared a Style Report which is certainly a step 
forward in its comprehensive handling of this 

difficult problem. The expert council, available through 

the cooperation of apparel stylists of recognized au- 
thority, makes this forecast an expression of unques- 
tioned authenticity. 

A true style program must necessarily be based on an 
ideal of exact correctness and on perfection of style 
that takes into consideration no limitation of purse nor 
faulty taste on the part of the consumer. Consequently, 
its strict adherants are limited to the comparatively 
small proportion of our consuming public who have 
really good taste and to the still smaller number who 
have the means to closely follow high style dictates. 

A woman of genuine good taste but with limited 
means can by the exercise of extreme care be fairly 
correctly dressed. Women in the East and particularly 
in New York are so strongly influenced by their contact 
with Fifth Avenue that their accelerated style percep- 
tion has produced there a type of retail store selling 
shoes at $5 and $6, which follow the really correct mode 
in patterns, lasts and colors surprisingly closely. 

Throughout America is a very limited class of trade 
that buys the same shoe, whether in Dallas or Seattle, 
that they would buy on Fifth Avenue—usually shoes 
that retail at $12.50 up. All these shoes referred to 
will undoubtedly follow closely the style forecast pro- 
mulgated in New York. There is evidence of a gradual 
style education permeating even the mass of popular 
priced consumers in the West and South which will 
eventually elevate their tastes to an appreciation of truly 
correct footwear—but this is many seasons off and their 
present preferences are an acute present problem to the 
scores of thousands of shoe retailers in the territory 
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Mr. Hyde was designated chairman of the committee 

to interpret the Fall styles forecast in women’s shoes 

for the volume trade by Chairman McNeil of the 

Joint Styles Conference. His report is embodied in 
this article “ 


lying roughly west of Pittsburgh and comprising the 
majority of the retailers of America. 

This section, while its vast extent naturally divides 
it into still additional regional trends, demands from the 
great majority of its popular priced retailers, whether 
large or small, a type of shoe varying from that pre- 
ferred in the East and entirely divergent in some par- 
ticular features. Claim, if you please, that these shoes 
are not truly correct in style—that the wearers do not 
know how to dress—that the retailer should educate his 
customers by showing them more tasteful footwear. 
Nevertheless, these consumers know what they want 
and express their preferences in no uncertain terms and 
it is the function of a merchant to handle styles that 
serve and please his public and make a profit for him- 
self. 

It will’ therefore be highly important for popular 
priced shoe retailers in the section of America referred 
to, to consider the official style program as having a 
direct influence only on high priced or “imitation high 
priced” shoes—and that its influence on popular priced 
shoes will be merely a reflected tendency and will be 
less evident as the grades are reduced. 

It would require a small book to draw a complete 
comparison between the style problems and needs of a 
Fifth Avenue bootery and a typical “Mid-Continental’’ 
shoe store in a town of say 30,000 people. As a single 
item, it would be noted that lasts in New York are 90 
per cent pointed toes—while in the West, the square toe 
[TURN TO PAGE 90, PLEASE] 
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Mary, Mary... 


Quite 
Contrary . .4 


\ 

But why should you ask about her garden? . . The 
radishes are planted . . the daisies are growing . . and 

the only reason little Mary is contrary is because she in- 
sists on wearing Thorogoods, no matter what she does. 


For work . . for dress . . or play, children are always 
partial to Thorogoods because they feel so good on 
their little feet .. But you, as a shoe expert should 
know that the real basis for the unusual popularity is 
that Thorogoods are made from fine leather . . by fine 
workmen. You should know that they are correct in de- 
sign . . and up to the minute in style and appearance. 


uf 


\ You should know that there are Thorogoods for little 
boys and girls and Thorogoods for the baby . . and that 
Thorogoods wear exceptionally well and hold their shape. 


Knowing this it is obvious to see the advantages of 


stocking Thorogoods .... For Thorogoods open a 
profitable market with the least possible increase in 
overhead. If you’re handling shoes . . there is a place 
for Thorogoods on your shelves. Write for our new 
catalog and select a sample stock of these best sellers. 


ALBERT H. WEINBRENNER CO., Milwaukee, Wisconsin 
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HE line that sells most and 
f prio in any field is the line 
with an idea back of it. 

Every Foot Saver dealer in the 
United States will grin when he reads 
that and say, ‘‘That means me!”’ 

For we know—and our dealers 
know—and the public knows—that 
Foot Saver owes its success to just 
that—an IDEA! 

The double Foot Saver idea of 
combined style and comfort rests on 
a double foundation of fact. 

Our fashion experts are keen— 
alert—on their toes—constantly 
shaping new Foot Saver models 


Nn 


| 


A 
“Ompo® 


from the cream of the world’s style 
contributions. 

Our patented, inbuilt construction 
is sound and inimitable. It does its 
work efficiently, checking with the 
most authentic rules of foot health. 

But—it’s invisible—and that’s 
why Foot Saver has none of the 
ugliness but all of the effect of the 
so-called ‘‘comfort”’ shoe. 

To show Foot Savers—to con- 
centrate on Foot Savers—to push 
Foot Savers—is to back the dom- 
inant shoe in the field...Why not 
write and find out more? That's 
the idea! 


Men’s Foot Saver Shoes made by Commonwealth Shoe F Leather Co., Whitman, Mass. 





and Slater Shoe Co., Ltd , Montreal, Canada 








Company, Cincinnati, Ohio 


47H Street 
































Are You In 
for 


Accepting a manufacturer’s 
whole-hearted cooperation 
need not interfere with the 
retailer's independence 


any man working single- 

handed should do as good a 
job of modern retailing as a 
great organization with the re- 
sources to gather information 
and apply it. The “lone hand” 
independent retailer is working 
under a constantly increasing 
handicap, because of the better 
organized competition he must 
meet. 

The time has come when the 
independent shoe retailer, if he 
is to do the volume and make the 
profits he is entitled to, must line 
up with some manufacturer or 
organization that is equipped to 
give him the character of sup- 
port and cooperation he needs. 

We want to draw to the atten- 
tion of the independent retailer 
who feels such a need, the suc- 
cess of a group of retailers who 
are bound by a bond of mutual 
interest to the Brown Shoe Com- 
pany, in what is known as the 
Brown Plan of Shoe Retailing. 
There are several hundred of 
them, located in large and small 


[: is too much to expect that 
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me Interior and exterior views of 


Brownbilt Shoe Store 
Montgomery, Ala. 





M. & 8S. Brownbilt Shoe Store 
San Rafael, Cal. 
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cities in all sections of the United 
States. 

By concentrating 100% on 
Brown shoes, and accepting the 
whole-hearted support of a de- 
partment of Brown Shoe Com- 
pany, organized to assist them 
in all departments of retailing, 
they are making exceptional 
volume, profit and turn-over 
records. 

As a group, Brown Plan oper- 
ators are probably the most suc- 
cessful independent shoe retailers .« 
in America. On the average, and 
under similar conditions, they 
are making profits unknown even 
to the units of highly organized 
chains. 

Becoming identified with the 
Brown Plan of Shoe Retailing 
does not interfere in the least 
with the retailer’s independence. 
But to the retailer with charac- 
ter, ability and adequate capital 
to independently finance opera- 
tions, the plan is a practical 
assurance of exceptional success. 


Sew Saoe Gowran, 


Manufacturers St. Louis 
SHOES FOR EVERYBODY FOR EVERY OCCASION 
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Sie fy 

Sant ow ~ tor the afternoon 
shadings and surfaces of Schmidt 
Calf Leathers enrich the looks of 
the finest shoes - - - - - Supply 
your limousine trade with the trades 
standard in feel, finish and colorings 





GRAND 
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=(“arl €. Schmidt & (a= 


DETROIT 
Tanners of the Schmidt Calf Leather 
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RUBBER HEELS 





‘NOTHING 4 _ 
COVER UP 


Wits so many good points, why keep ‘em 
under cover? Anyway, Super-Quality has 
a way of getting itself recognized—and that goes 
for I.T.S. Super-Quality Rubber Heels. More 
and more shoe repairmen are turning to L.T.S., 
and no wonder. Here’s a heel with a real repu- 
tation among shoemakers and users alike. Users 
like the long even wear they get; the springy 
comfort in the tough, super-quality compound; 
the neat, tight way in which all LT.S. heels hug 
the lift of their shoes. Shoemakers prefer 
I.T.S. because they are much easier to apply-; 
assure better appearance, and live up to the'r 
positive guarantee to every user of—“satisfac- 
tory wear or a new pair.” When it comes to 
quality, service, reputation and bigger profit 
possibilities, I.T.S. hasn’t a thing to hide. 
Neither should your jobber—ask him. 


. The 1.T.S. Company 
Elyria, Ohio g 
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Retail Units of Chains 
Have Every Chance 
For Success 


Because: Each retail unit receives from headquarters the benefit 


of highly organized knowledge of business 


Because; Each unit is checked and protected against over-buying 


and buying mistakes 


ecause: Fach unit is relieved of certain management burdens, 
* permitting more time for selling effort. 


Central Shoe Company has tried and proved a plan of re- 
tailer-manufacturer cooperation which gives the independ- 
ent shoe retailer advantages otherwise enjoyed only by units 
of big combinations. 


You can’t have too much knowledge on this subject. Write 
for full particulars or ask our salesman. 


CanTRarn SHorn Co, 


ST. Lous, MANUFACTURERS U.S.A. 
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Established 1856 


H. HENTZ & CO. 


60 Beaver Street, New York Cable Address: Hentz, N. Y. 
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Announce the further extension of their facilities with the establishment of a 
Hide Trading Department 
under the management of 


2 
MR. LEONARD SCHMERER 
Member of New York Hide Exchange 
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for execution of orders on the 


New York Hide Exchange 


Full information on Request 


MEMBERS 
New York Stock Exchange New York Hide Exchange Chicago Curb Exchange Association 
New York Cotton Exchange Rubber Exchange of New York, Inc. Associate Members 
New York Coffee & Sugar Exchan1e, Inc. Chicago Board of Trade Liverpool Cotton Association 
New York Produce Exchange Detroit Stock Exchange New York Curb Market 
New York Cocoa Exchange, Inc. Winnipeg Grain Exchange United Terminal Sugar Market 
National Metal Exchange, Inc. New Orleans Cotton Exchange Association (London) 


National Raw Silk Exchange, Inc. 
UPTOWN OFFICES 
6 East 53rd Street 132 West 31st Street 
BOSTON DETROIT BETHLEHEM SAVANNAH PARIS BERLIN 
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Shoe Carton Tickets 





50c for 100 
$1.50 for 500 
$2.50 for 1000 


Clips supplied 


wien: A.B. c- Sizes, 3-5 9 when quantity 

‘Stock No. 3001 G. M. Calf ; 

Stock. Ne. 3002 Tan Calf ordered is for 
et 50: PS a) ; 500 or more 


oe 





Widths, B,D - Sizes, 6-12 
es No. 115 G. M. aeu, 
‘Stoc No. 113 Tan Calf Postage prepaid 


$13.00 ~- 
Samples Check with order, 
please 
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(Actual size) 


MERCHANTS’ SERVICE DEPT. 
189 W. Madison St. Chicago, Il. 

















‘WE EXPECTED IMITATION 


With a pioneer product so outstanding in merit, 
so quickly endorsed and accepted by hundreds of 
prominent shoe manufacturers—we expected imi- 
tations would follow. 


But we knew that no imitation could even ap- 
proach the superior qualities of Kemisuede, made 
by a process as original and exclusive 

as the product itself. 


Be sure you get Kemi- 
suede, the genuine, in 
your numbers—not an 
inferior material. 
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Kemisurne, with its velvety smoothness, its glove-like 
snugness, and its infinitely longer wear— makes easier 
every sale of footwear that is Kemisuede quarter-lined. 


SHOE PRODUCTS DIVISION 


The Seiberling Rubber Company, 
Akron, Ohio 


KEMISUEDE QUARTER-LININGS 
SEIBERLING HEELS 
BEARFOOT SOLES 
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FOR MEN’S—WOMEN’S—AND CHILDREN’S SHOES 
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—Cuts without waste 


— permits skilled 
craftsmanship 


—wears longer 
—is easily workable 
—is non-staining 


—is non-chafing 








Kemaisueve, the most modern quarter-lin- 
ing—the best looking—the best wearing —is 
still the most economical. These are the 
factors back of the fact that nearly three 
hundred leading shoe manufacturers are 
now using Kemisuede. 


SHOE PRODUCTS DIVISION 
The Seiberling Rubber Company, Akron, Ohio 


KEMISUEDE QUARTER-LININGS 
SEIBERLING HEELS 
BEARFOOT SOLES 
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on the 


elling hOe€S Road 


News of the Shoe Travelers 





Edited by HELEN M. HANEY 





“Get More Shoes Fitted Right” 


By FRANK T. SHIRLEY of the United Last Co. (Gardi- 


ner Factory), Lynn, Mass. 


There are types, and types, of feet. 


And uses and 


uses of footwork, even as there are types and types of 
autos and uses and uses of them. 


There are the heavy-duty feet, such as those of people 
of heavy weight or those who bear burdens, even as there 


are heavy-duty trucks. 


And there are also light-duty feet, like those of dancers, 
even as there are light-duty cars, like the sport models. 


There are also surfaces, and surfaces, on which both 


feet travel, and motors travel, too—for there are the 
smooth, hard-paved, sidewalks of the cities—soft, wood- 
land paths, as well as rough and stony roads of the coun- 
try—the resilient wood surfaces of floors of factories, 








offices and stores, and the polished surfaces of ballroom 


floors, 


Each tread surface has its own particular re- 


quirements, even as does each type of feet. 


Shoes, like autos, should be treaded to the surface on 


which they travel. 


Shoes should be treaded right for 


safety, as well as for comfort and economy in travel— 
and long life—which is as it is with automobiles. 


The mission of the shoe merchant, as well as that of 
the shoemaker, therefore, is to fit shoes to the feet, and 
to fit the tread of both to the surface on which they 


travel. 








FEANK A. WALLEN, who repre- 
sents the Julian & Kokenge Co., in 
“The Big Metropolis,” cordially in- 
vites the trade to call and inspect the 
new offices and show rooms of the 
Julian & Kokenge Co., New York, which 
have been moved to Rooms 602-604 
Marbridge Building, at 34th Street and 
Broadway. ss 





A. DREYER has joined the Inter- 

« state Shoe sey wend of Man- 
chester, N. H., and will have as a terri- 
tory Delaware, Maryland, Virginia and 
the District of Columbia. He is to act 
as a special representative, establish- 
ing a: ies on the “Prop-her Arch” 
line. Rudolph has spent his life in 
Baltimore, and has a large following 
among the retail shoe merchants in his 
territory. 





W. PRESCOTT, of Des Moines, 
* Iowa, recently elected to his old 
oatiien of secretary-treasurer of the 
owa Shoe Travelers’ Association, has 
been appointed by Frank J. Larkin, 
resident of the N. S. T. A., as a mem- 
r of the Board of Regional Governors 
of the National Organization. He suc- 
ceeds Carl P. Ortlund. Mr. Ortlund re- 
signed on account of the pressure of 
business. 





B ERT HORAN, formerly with Hughes 
& Tansay for several years, and 
more recently with H. R. Holden & Co. 
for about a year, has joined the sales- 
force of the Hurd Shoe Co., wholesale 
shoe dealers of Utica, N. Y., and is cov- 
ering western Massachusetts and Con- 


necticut for this concern. 







ILARY Mc- 

CARTHY, 
after spending five 
months in the fac- 
tory for the Riley 
Shoe Mfg. Com- 
pany, is now mak- 
ing his initial sell- 
ing trip for these 
people. He is call- 
ing on the trade in 
the Middle West. 
During the time 
spent in the fac- 
tory he devoted 
most of his time 
assisting in establishing the merchan- 
dising policies of Rileys New Compo 
and Metatarsal Relief Shoes. 

Mr. McCarthy needs no introduction 
to this trade as he served in that ca- 
pacity for the past decade represent- 
ing C. P. Ford & Co. of Rochester, 
ms Es 





Hilary McCarthy 





M. T. (RED) PERRYMAN, who 
WW socal traveled . Southeastern 
territory for Johansen Bros. Shoe Co., 
has now taken over for the same firm 
the territory formerly covered by J. S. 
Williams. Perryman was formerly 
manager of the shoe department of 
Michael’s at Athens, Georgia. His terri- 
tory includes Kentucky, Tennessee, 
West Virginia, Northern Alabama. His 
headquarters will be in Nashville, Tenn. 
—(U. T. P. S.) 


M. MOSSON has taken over the 

e territory of O. E. Claypool for 
Johansen Bros Shoe Company which 
includes North and South Carolina, 
Virginia, District of Columbia, Eastern 
Pennsylvania, Eastern New York and 
Maryland. Mosson covered this terri- 
tory two years ago for Johansen Bros. 
and will be no stranger to the mer- 
chants in his district, where he is well 
known. 








66 TACK” VAUGHN, one of the best 

known shoe travelers in the Mid- 
dle West, who formerly covered Penn- 
sylvania and New York for the Riley 
Shoe Manufacturing Co., of Columbus, 
and who has been connected with the 
Racine Shoe Manufacturing Co., for 
the past year, has returned to the Riley 
organization and will cover Virginia, 
West Virginia, Maryland, New Jersey 
ak ae district of Columbia.—(U. T. 





He who considers advertising unnec- 
essary is discounting sales yet unborn. 
—Frank B. White. 
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TREADEASY SHOE DEALERS 
GET STRONG COOPERATION 


HE highly perfected Minor in- 
stock service and Treadeasy style 
and comfort features. have always 
offered the shoe dealer more than 





usually attractive opportunities for —— 
profit. . st 
And every new Treadeasy customer is dl 
a permanent customer. Treadeasy’s i 
exclusive comfort features—unusual ; 
support for inner and outer longitud- 4 
inal arch, metatarsal arch and snug, Ps 
perfect-fitting instep and heel—win k 
the.loyal patronage of every woman o 
who once wears a pair. G 
Profits—growing profits, are in e. 
the program for every Tread- it 
easy dealer. You are invited to e 


Di RCE a hae RR Tae See ee ee - --- rece petmescenastomasiees - 
PERE MA vt. OND i PRE SE Cael: CNR eb hae = ash ET ee ne ee ee 


participate. 


P. W. MINOR & SON, Inc. |: 


Batavia, N. Y. 











SEVEN RECENT ADDITIONS TO THE TREADEASY IN-STOCK DEPARTMENT. T 
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LINDA MODEL tyle 501—Patent with Gun Metal ROSALIE MODEL pee 

Style 601—Royal Blue Kid with 5 Black Lizard Style 69S—Almara Kid with Java ent 

coal Blue Lizard Calf Trim as aes AA, 4%-9; rT tO: “ aoe: Brown Kid Trim. AAA, 5-9; AA, pla 
Stra AAA, 5-9; AA, 4%-9; -9; D, 3%-9. Last "457. Heel 4%-9; A, 4-9; B, 3-9; C, '2%-9 

4-9: B, 8-9; io. 2%4-9. Last 4. ‘peel ti neccceheeseriutd $5.40 Last 7. ‘Heel’ 15’ Breasted’ Cuban. sul 

16 Louis W TEETTTTTELL iT. $6.00 e 686—Sorrell Kid with Stone 86.00 2 < the 

Style ham ag Sh Brown Kid with oe ‘ > Sorrell Grain a AA the 

Prey Vege Oe yale Py 344 + ag’ Ty 4%-9; A, 4-9; B, a0; La) 

; ’ “3; » D, 3%-9. "Last ‘457. Heel : 

24-9. "Last 4. " Heel is eats fasg “Leatn  S- as tag c+ 2 86.40 Get full details and latest catalog vic 

eee eee eee eee ee ee eee ee USE THE COUPON! out 

con 

' 7 . 

1 P. W. MINOR & SON, INC. : = 

‘ Batavia, N. Y. ; - 

' Log 

§ Dear Sirs: | : $8, 

' Please send us your latest “In-Stock” cat- me! 

H alog listing nearly one hundred styles, ramg- 4 Du 

’ ing in widths from AAAA narrow to EEE 4 ] 

a wide, and sizes from 2% to 10. r] Mai 

1‘ Also send us all catalogs and “In Stock” ! Vir, 

8 =«bulletins in the future. ; Kar 

- ' . 

ARIA MODEL ggeous ' Chi 

MARIETTA MODEL Style 595—Patent with Black Pin ' 4 Ilir 

Seem 912—White Kid with by! +74 Seal Trim. AAAA, 6-9; ass 5-9 B Bewrees wccvvcccccccceccvccvccccceccesccces a Nev 

reer Strap. AAA, 5-9 AA, 4 9: A, 4-9; B, 3-9; 2%4-9: 7 Ld 
AA, 414-9; A, 4-9: B. 8-9; ©, 24.9 Dsus. ‘Iast 7,’ Heel 15 Bressted I a a eR ‘ ras] 
eel '14 Cuban Wood 65 WOE ocicsccccccccvcccccces $5.50 BFS SSS Dol; 
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OHN FER- 

RELL, a repre- 
sentative. of the 
Riley Mfg. Com- 
pany of Columbus, 
Ohio, since 1910 is 
presented in picture 
form for the first 
time in nineteen 


ing six weeks at 
the factory plan- 
ning and assisting 
in the creation of 
a new line of Meta- 
tarsal Relief, Com- 
po Process and in 
style welts and McKay shoes, Mr. }er- 
rell is now in his territory which in- 
cludes California, Washington, Oregon 
and Utah, with headquarters at the 
Hotel Hayward, Los Angeles, Cali- 
fornia. The Riley Shoe Mfg. Com- 
pany of Columbus, Ohio, will be repre- 
sented by Mr. Ferrell at the Convention 
to be held in San Francisco, at 422 
Pacific Building, July 15-17. 





John Ferrell 





salesmen for W. F. Hooley Shoe 
Co., have started on a trip to the Pacific 
Coast, with the most attractive line of 
fine turn shoes that Mr. Hooley has yet 
produced. They expect to be back to 
Boston in time for the July show. Yet 
it may be that one of them will tarry 
Fe the Coast to take care of the trade 

ere. 


pe here MAY and George May, 





ARRY THOMAS, salesman for 





Strout & Stritter, of Lynn, started 
recently on a trip over the big city 
circuit of the Middle West, with new 
samples of shoes for mid-summer. He 
was recently in Texas. 





HE members of the salesforce of 

the Lape & Adler Co. recently held a 
three-day session at the Columbus fac- 
tory. One of the features of the “get- 
together” was a trip to Logan, Ohio, 
to inspect the shoes and the plant of 
the Logan Shoe Co., which line the 
Lape & Adler salesmen will carry, as 
well as the regular line of “Foot 
Friend” shoes, and dress and sport 
welts. The salesmen were made ac- 
quainted with the fall advertising 
plans by H. D. Erk, sales promotion 
manager, and in the evening the pat- 
ented special feature shoes were ex- 
plained by Dr. John M. Hiss, their con- 
sulting foot specialist. A banquet at 
the Columbus Athletic Club concluded 
the convention. At this banquet, H.N. 
Lape, president, and W. T. Dickerson, 
vice-president and managing director, 
outlined plans and policies for the 
coming season. The salesmen were 
very enthusiastic over the increases 
which were reported on Foot Friend 
shoes and also the prospects for the 
Logan Shoe Co. line to retail at $6 to 
$8. Here is the Lape & Adler sales- 
men’s line-ups and territories covered: 





Dunbar Archer, Alabama, Kentucky, 
Maryland, Tennessee, Virginia, West 
Virginia; W. Barber, Colorado, 

nsas, Missouri, New Mexico; W. J. 
Chinnick, Canada; Barney J. Coens, 
Illinois; J. C. Friedauer, New Jersey, 
New York; Ray Glascock, Iowa, Ne- 
raska, North Dakota, South Dakota; 
Delph G. Hoyt, Idaho, Montana, Ore- 
gon. Utah, Washington, Wyoming, 
A. Ray Jackson, Arkansas, Louisiana, 
Mississippi, Texas; Arthur G. LaBonte, 





years. After spend-. 


Connecticut, Maine, Massachusetts, 
New spots, Rhode Island, Ver- 
mont; H. L. Lape, Jr., Denver, -Colo., 
Colorado Springs, Colo., Kansas City, 
Mo., St. Louis, Mo.; Paul J. Lee, 
Florida, Georgia, North Carolina, 
South Carolina; G. C. McAtee, Ari- 
zona, California, Nevada; F. A. Mc- 
Giffin, Minnesota, Wisconsin; Phil 
Miller, Ohio; Larry O’Connor, Dela- 
ware, Pennsylvania; J. A. Spurlock, 
Arkansas, Oklahoma, Texas; J. C. 
Thomas, Indiana, Michigan. 





Case Lot Lamb Safe 


Detroit—O. W. Lamb, known 
as “Case Lot Lamb,” who was one 
of the patients at the Cleveland 
Clinic Hospital on the tragic day 
of May 18, when the big explo- 
sion “snuffed out” over 125 lives, 
owes his. present safety to the 
~fact that just 16 minutes before 
the explosion occurred he was dis- 
charged. He entered the clinic 
during the first week in May for 
three minor operations, as was 
announced in the May 18 issue of 
the Recorder, and offered, through 
our columns, $2.00 for the best 
Irish, Scotch or Jewish story. The 
“big blast” came at 11.31 A. M. 
Mr. Lamb left the hospital at 
11.15 A. M. “Just seems as if 
it was not my time to pass on,” 
writes Mr. Lamb. He received 
268 jokes in response to his “best 
story” offer. 











[uae the week of May 13 to May 
18, the Rice-O’Neill Shoe Company, 
St. Louis, held a sales convention. Vir- 
tually all of their men were at the fac- 
tory going over the new fall line. The 
members of the sales force and their re- 
spective territories follow: Frank Flood, 
Illinois, Wisconsin; Bert Bishop, Ne- 
braska, Iowa, North Dakota, South Da- 
kota, Minnesota; T. F. Pollard, Tennes- 
see, Kentucky, Arkansas, Louisiana, 
Mississippi; Joe Regelman, Ohio, Mich- 
igan, Indiana; Herbert Luderman, 
Washington, Oregon, Utah, Idaho, Mon- 
tana, Wyoming; Dave Sarfaty, Okla- 
homa, Kansas, Colorado; Curtis Gar- 
rett, California, New Mexico, Arizona; 
Julian J. Long, Georgia, Florida, Ala- 
bama, North Carolina, South Carolina; 
Nate Campbell, Texas. 





AM CHAVES, of the Chaves Shoe 
Co., Lynn, Mass, started on a West- 
ern trip with a new line of samples of 
“smart” mid-summer shoes. Just before 
he left his factory, he arranged for ad- 
ditional machinerv and equipment, and 
expressed the opinion that there has 
been a major change in shoemaking, for, 
whereas a few years ago a firm often 
boasted of the skill of hand of its em- 
ployes, it now takes pride in the skill 
of its shoemakers in the operation of 
machines. 





A. CURTIS, salesmanager and 

e stylist of the Peerless Shoe Co., 
a subsidiary of the Irving Drew Shoe 
Co., is on an extended trip through the 
Mid-West. He will inspect conditions 
in the shoe business, especially along 
retail lines, in a half dozen states.— 


(U. T. P. S.) 
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ARRY L. DU- 
BRIN, well 
known salesman to 
the big buyers of 
the country, recent- 
ly “tied up” with 
the popular demand 
for “smart” paja- 
ma and negligee 
slippers, and is now 
sales promotion 
manager for Brass 
Bros. & Feinroth, 
Inc., manufacturers 
of novelty mules, 
D’Orsays and ‘bou- 
doirs, as well as for the Tupper Slipper 
Corp. of Brooklyn, headed by Arthur H. 
Tupper, formerly with Best Ever Slip- 
per Co. The last-named line consists of 
soft-soled numbers for men, women and 
children. Mr. Tupper has specialized 
for more than 20 years in making slip- 
pers of quality, and has personally con- 
tributed as much as any man to the ad- 
vancement of this industry. He now 
resents, through his salesmen, with 
r. DuBrin in charge of sales, the out- 
standing achievement in the Tupper 
line, embracing the newest ideas in 
leather and satin slippers of quality. 
Mr. DuBrin announces that he will show 
his lines at the Boston Shoe and 
Leather. Fair—“The Week After the 
Fourth.” Mr. DuBrin has charge of a 
Coast-to-Coast representation for the 
two above-mentioned houses; he will 
specialize, as has been his custom for 
many years, on “the big buyers.” 





Harry L. Du Brin 





AMES D. BOYLE, who covers New 

England and New York State with 
the Red Cross shoes of the United 
States Shoe Co., writes the RECORDER 
under recent date that business is fine; 
that H. Scheft Co. of 206 Essex Street, 
Boston, has leased Shartenberg’s shoe 
department of Pawtucket, (his eighth 
department) and that he has given 15 
minute talks on the radio each day for 
the past week or so. Jim says that he 
is convinced from his observations that 
radio advertising is way ahead of news- 
paper advertising for results, and ad- 
vises retail shoe merchants to “go on 
the air” with their shoe selling stories 
wherever possible. 





FROST DAVIS, one of the best 

e known traveling shoe salesmen at- 
tached to the staff of the Excelsior 
Shoe Co., is on a trip through Texas 
and Oklahoma, showing shoes for fall 
selling.—(U. T. P. S.) 


OBERT JONES is now on the 

Pacific Coast for the Brown Shoe 
Co., with headquarters at San Fran- 
cisco; he was for some time connected 
with the St. Louis office of the house 
of Brown. 


| MUELLER, who was formerly 
sales manager of the Barnet 
Leather Co. of Little Falls, N. Y., is 
now a manufacturers’ representative 
with headquarters, new offices and 
storerooms in the Pennant Building, 
1709 Locust Street; he sells the lines 
of the J. S. Barnet Co., W. D. Byron 
& Sons Leather Co., and the welting 
line of McAdoo-Allen. 


66° HE rule of the successful shoe 
traveler these days is to travel 
fast, sell your customer fast, and get 
out. 
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IN STOCK — Summer Styles 


You can increase your business with these styles— 
Order today! 
Whites—Woven Leathers—Sport Shoes 
Ready for Immediate Shipment 


“IVENA” 
pecial Process “VIRADO” “BERNICE” 
“ + ial Process 


8-168—Nautical Blue Kid, Special Process Spec 
Tri 85. Medium Round Toe Special Process Gold and Brown Buckle 


B-706—Med. Blue Kid... 85. B-149—Brownstone Kid. .$5.00 
B-128— Nautical Blue Kid $5.25 we 
B-130—Brownstone Kid.. 5-90 B-705—Mat Kid B-123—Black Kid with 


¢ id - Patent Leather Tongue, 
B-125—Mat Kid B-704—Patent Leather... 4. Nickel and Jet Buckle.. 5.00 


“IVENA™ 
her a .: ‘White 
ite t 
with Black Calf Strap.. 4.75 Lizard Calf tie 95.25 Special Process 


oire Calf Trim 4 a 
B-252—P a tent Leather 
with Black Porcupine 
j Calf Trim 
253—French 
Calf Trim 5.25 
B-948—Nautical Blue Kid 
with Blue Lizard Calf 5.50 


“REGENT” 
8 Process 


B-449— 
B-610—Black Satin .... 








Goodyear Welt “REGENT” 
” Special Process 
19/8 Heel 
148—White Kid 
-988—Silver Kid 


4.25 
B-574—Light Black Calf. 4.25 
B-251—Medium Grey Kid 4.75 








SIZES 


eocccccccesesecccsccosD to 


ecccccccccccccccocscce ehh to 


©} ccvccccccccecescccscerseed 


Terms Net 30 days 
Twenty-five cents additional for 
orders of less than three pairs. 








Calf Trim 
‘Duflex Rubber Sole and Heel 


THE MENIHAN COMPANY In-Stock Department ROCHESTER, N. Y. 


Makers ef Menthan Arch-Aid Shoes 
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Atlanta Shoe Salesmen’s Association 
Perfects Permanent Organization 


Monthly Meetings to Be 
Held—Headquarters 
Established 


ATLANTA, GA. (UTPS)—Organi- 
zation of the Atlanta Shoe Sales- 
men’s Association was perfected at a 
meeting held Tuesday evening, May 
21, at the Tavern Tea Room. 

Following introductions, Paul Bar- 
croft, of the Florsheim Shoe Store, 
was elected temporary chairman of 
the meeting, explaining that the pur- 
pose of the organization was to pro- 
mote good fellowship among the shoe 
salesmen of the city. 


This was followed by the election of 
permanent officers for the organization. 
R. W. Bowie, of the George Muse Shoe 
Department, was elected president of 
the yy: and it was decided to 
elect t vice-presidents to represent 
the ladies’ shoe business, men’s shoe 
business and juvenile shoe business. 

Accordingly Joe Isenburg, of the 
ladies’ shoe department of Franklin’s 
Ready-to-Wear store was elected first 
vice-president, with A. May, of the 
men’s department of the Parks- 
Chambers Clothing a as second 
vice-president, and N. F. Peterson, of 
the G. R. Kinney Shoe store as third 
vice-president representing the juvenile 
shoe salesmen of the city. T. B. 
Thrower, of Keely’s Shoe Department, 
was elected treasurer and Harold Pod- 
haski, representing the Shoe Retailer, 
was elected secretary of the organiza- 
tion. 

Members of the advisory board 
elected include Paul Barcroft, of the 
Florsheim Shoe store; C. E. Hadaway 
of Chandler’s Boot Shop No. 1, and 
M. D. Mitchell, of the ladies’ shoe de- 
partment of the George Muse Clothing 
Company. 

The only men eligible for member- 
ship in the association are those actu- 
ally on the floor. 

This, of course, included owners who 
engage in selling, department and 
store managers who assist in the work 
of selling, and salesmen. Meetings 
will be held once each month and pro- 
grams are planned to consist of inter- 
esting talks followed by a round table 
discussion and entertainment features. 

A meeting of the advisory board and 
officers will be held in the near future 
to adopt a constitution and by-laws. 











They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries 


H-1545 Wants women’s turn shoes in 
stock to retail $7.50. 

H-1546 Wants women’s stylish lines 

in stock, range of colors, to 

retail $5 and $6. 

Wants women’s Lido sandals 

in white and colors, to retail 

4 and $5 

Wants women’s in_ stock 

novelties, retailing $5 and $6. 

Wants men’s cheap sandals, 

to retail $3 to $5. 

Wants heavy police shoe to 

retail $3.50 to $3.60. 

Wants hot novelties to retail 

$2.95 to $5.95. 

Wants women’s novelt 

wear to retail $5 and 

Wants snappy line women’s 

dress welts, retailing $6.75. 

Wants women’s colored kid 


H-1547 


H-1548 
H-1549 
H-1550 
H-1551 
H-1552 
H-1553 
H-1554 


foot- 


D’Orsays, 14/8 heel, turn 
soles, ‘costing $1.75. so, 
women’s novelties costing 
$3.65 net. 


Interested parties may have 
names on request to Information 
Dept., Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











No initiation fees or dues will be 
charged. 

Permanent offices for association 
have been opened at 802 Georgia Sav- 
ings Bank Building, with Harold F. 
Podhaski, secretary, in charge. 





Shoe Stock Damaged 


INDIANAPOLIS, IND. (UTPS) — Ap- 
proximately 75,000 damage was 
caused to the building and stock in the 
Horuff Shoe Company warehouse at 
125 South Meridian Street when a wall 
which was being wrecked in the re- 
mains of the Central Wall Paper and 
Paint Company Building next door, fell 
into the shoe warehouse on Saturday, 
May 18. Men in the Horuff warehouse 
narrowly escaped serious injury and 
the automatic sprinkler system was set 
into operation, damaging merchandise 
in the storeroom. 

The wall paper store adjoining the 
Horuff warehouse was destroyed by fire 
the night of March 30, and considerable 
damage was done to the shoe storeroom 
that night. 








Walk-Over Dealers Hold 


Meeting with Executives 


BrRocKTON, Mass.—The members of 
the executive committee of the Walk- 
Over Dealers’ Association held their 
semi-annual meeting last week with 
the officials and home executives of 
the Geo. E. Keith Company, working 
out satisfactory solutions to mutual 
problems, 

Prior to the sessions, questionnaires 
had been sent to all of the members of 
the association and committeemen spent 
the first day in going over these ques- 
tionnaires, 80 per cent of which showed 
business ahead for the first four months 
in both gross sales and net profits. The 
executive committeemen reflected even 
a better record and all expressed con- 
fidence in the sales outlook for the bal- 
ance of the season and for fall. 

The new Walk-Over lines were 

thoroughly inspected and heartily en- 
dorsed both as to style and price. The 
men also inspected the new “C” or 
stuc-kon process shoes in the Walk- 
Over “Queen factory,” No. 11, and 
strongly endorsed this procedure. 
_ The advertising session was interest- 
ing and helpful, the outstanding fea- 
ture being the outline of the new roto- 
gravure campaign which the company 
is just undertaking, using a number 
of the largest papers in the country. 
It was recognized that this campaign 
would be far-reaching, not confined to 
the big cities alone, but its influence 
reaching into even the smallest com- 
munities. Greetings were read to the 
members from Irving B. Howe of Bos- 
ton, who is now on a Mediterranean 
voyage. 

Dealers present included the full 
committee: E. B. Stern, Tulsa, Okla., 
president; E. F. Woodward, Newark, 
Ohio, vice-president; Leo E. Garneau, 
Lawrence, secretary-treasurer: A. A. 
Stentz, Fort Wayne, Ind.; H. G. 
Schultz, Louisville; J. C. Powell, 
Greensboro, N. C.; W. E. Shine, Mont- 
gomery, Ala.; W. D. Gilbert, Wheeling, 
W. Va.; W. Leslie Seaman, New York; 
C. H. Fliessbach, Chicago; and C. A. 
Helmbacher, Milwaukee, together with 
Milton G. Harper of Philadelphia, F. C. 
Schinke of Boston and A. A. Duhamel 
of Lynn. 




















































Stevens Opens Dep’t 


Houston (UTPS) — Stevens have 
opened their shoe department at 805 
Main Street, Houston, with Mr. Pal- 
mour as manager. 














New Morton Store 


PROVIDENCE, R. I.—(UTPS)—Mor- 
ton’s, chain store organization, has just 
opened a new store at 170 Mathewson 
Street, this city. 
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Make Sure that | 
Your Life-Boat 
is Sound. 


Insurance is one of the life-boats of business. Until the hour of 
emergency comes, it matters little whether it is seaworthy or not, 
but, when your business ship is sinking in flames, it becomes a very 
vital concern. Then you want to be sure that that life-boat is sound, 
that it will stand the test and bear you safely to shore. 


Central policies znsure! The Company is absolutely sound and the 
quality and safety of its policies are unquestioned. It has a reputa- 
tion for prompt and satisfactory settlement of claims. While cost is 
a secondary item, it’s of interest to know that Central’s annual divi- 
dend for the last eight years has been 30%—a very substantial 
saving. 


Individuals or corporations whose properties can 

qualify as first-class risks, are invited to write for 

further information about Central’s protection 

and the savings effected by Central’s dividends. 

Central Insurance is bound to interest the careful 
buyer. 


| *7CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR’ SELECT RISKS 
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number of 


Martin to Merchandise 


Shoes at Union Store 


CoLumBus, OHI0 (UTPS) — S. M. 
Levy, president of the Union Clothing 
Co., announces that Harold Winestock, 
who recently assumed charge of, a 
epartments at that store 
will not merchandise the woman’s shoe 
department as stated in the BooT AND 
SHoE RecorDER. The merchandising of 
the women’s as well as the men’s and 
children’s shoe department at _ this 
store will be merchandised by J. C. 
Martin. 


Macon Shoe Co. to Move 


ATLANTA, Ga. (UTPS)—The Macon 
Shoe company is understood to have 
secured space in the Goldberg Building, 
now under construction on Peachtree 
Street, across from the Henry Grady 
hotel. The ne will be ready for 
occupancy on or about Sept. 1, it is 
stated, at which time the new company 
will probably open. 


Arthur Ebbs in Hospital 


St. Louis, Mo.—Arthur Ebbs, vice- 
president of the Swope Shoe Company 
and general chairman of the N.S. R. A. 
convention, which will be held in St. 
Louis in January, 1930, is recovering 
from a recent operation at the Jewish 
Hospital. He is expected to leave the 
hospital within a week. 


These Shoe Boys Are 
Champ Pin Topplers 


INDIANAPOLIS, IND. (UTPS) — The 
Marott pin topplers of Indianapolis, 
rolling in the Elks national tourna- 
ment at St. Louis, won the champion- 
ship with a score of 3034. Rasmussen, 
crack lead-off man of his team, was the 
winner in the all-events with a new all- 
time tourney record of 1997, getting a 
count of 650 in the team event, 641 in 
the doubles and 706 in the singles. The 
Marotts also are the Indianapolis city 
champions, having won the title in the 
winter meet at the Capitol alleys. The 
team also won two pennants this season 
by copping first place in the Indianap- 
olis and City leagues. 





A Spacious Front 


Showing the new store at Long Beach, Cal., of the Fashion chain out 


of Seattle, Wash. 


The one here is being managed by W. O. Scarney. 


Store No. 8 will be opened at San Jose, Cal., the first of June and will 


be managed by Robert Brittain. 
women’s shoes at $5.00. 


All the stores of this group feature 
These include both the high style and those 


with an arch feature 








Mesmer Golden Wedding 


Los ANGELES, CAL. (UTPS) —Old 
timers in the Los Angeles retail shoe 
trade joined in the celebration recently 
which marked the golden wedding an- 
niversary of Joseph Mesmer and his 
wife. 

Mr. Mesmer started the Queen Shoe 
Store on North Spring Street in 1878 at 
a time when the censor had to stretch 
a point when he reported Los Angeles 
population at 3000. His business ex- 
panded until he became the head of 
a chain of exclusive shoe shops, all of 
which he sold about three years ago. 

A reception honoring Mr. and Mrs. 
Mesmer was held at the University 
Club and was attended by many old 
time Los Angeles merchants. Messages 
of congratulations were received by 
the couple from all over the United 
States. 


York Supports N.S. R. A. 


York, Pa.—Resolutions oppesing the 
contemplated increase in hide tariffs 
now before the House of Representa- 
tives in Washington were adopted at 
the monthly meeting of the York Shoe 
Retailers’ Association, which fell in 
line with the National Association on 
the subject. The meeting was held 
Monday night, May 27, at the G. R. 
Kinney Company store. 

At this same meeting, the association 
decided to hold its annual employer- 
employee outing on July 18 at Camp 
Ganoga, a York County Boy Scout 
camp. Harry Bamer, Clarence Hoff, 
end S. C. Reineberg were appointed as 
the members to take charge of arrange- 
ments for this event. 

The Peoples’ Clothing Store, a mem- 
ber of the association, announced its 
discontinuation of a footwear depart- 
ment. 





Hollywood Shop 
Opens in Wichita 


Wicuita, Kan. (UTPS)—tThe third 
chain store of Turk Brothers, Tulsa, 
was opened at 303 East Douglas Ave- 
nue, Wichita, Kansas, May 20 handling 
ladies shoes exclusively. 

The store carries a stock of spe- 
cially designed shoes for women who 
desire to be moderately yet discrim- 
inately shod at a fixed price of $6.00. 

Photographs of film stars in neat 
frames are hung on the walls and above 
the case at the entrance that is dec- 
orated with steel buckles and hosiery. 

Turk Brothers of Tulsa plan to start 
a chain of these stores throughout the 
Middle West. They have two stores in 
Tulsa similar to the Hollywood Shop 
in Wichita. 

E. Turk, assisted by N. Boulogne, 
Tulsa, general manager of Hollywood 
Shops superintended the opening of 
the Wichita branch, of which Bob Gor- 
don is manager and Fred Cook, as- 
sistant manager. The sales force at 
Wichita includes Robert Worsky and 
Donald Graham, experienced Hollywood 
shop salesmen from Tulsa, and Mr. 
Spaulding from Emporia. 


Kinney Store Moving 


Fort SmitH, Ark. (UTPS) — The 
Fort Smith shoe store of the G. R. 
Kinney Company, Inc., will occupy new 
quarters after June 1 at 904 Garrison 
Avenue, A. Brady, manager, has an- 
nounced. All the stock will be moved 
from the present location at 917 Gar- 
rison Avenue to the new quarters, new 
fixtures installed and the stock greatly 
enlarged in the new and improved 
quarters. The local Kinney store was 
established here three years ago. 
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Because we are selectors of merchandise for 
a widespread group of customers we know 
the kind of “Whites” that will sell quickly 
and then repeat. 

Make it a: point to inspect Merchants Style 
and Service when in Boston. 





IN-STOCK 


We have other styles in white shoes not 
White Center Bue’ y 
om ie. Ri ry onan a above—these are at $3.50 and 
$3.85. 








IN-STOCK. 
Imported braided sandals A to C, vari- 
ous colors and combinations for imme- 
diate delivery. 











White Pump, Spike and Cuban, 
A to C, Round Toe 


Same in modified toe, Spike only, . 
3.85 Same in round toe, A to C. 3.50 


Silver Kid, A to C 











No More Copies 
of the Shoe and 


Leather Lexicon 


Tan Jodhpurs a ; The present edition of the Shoe and 
MANFIELD | Leather Lexicon is exhausted. No 


922 Chestnut St, 
PHILADELPHIA f more copies of this shoe and leather 


IN STOCK 1 | trade dictionary will be available un- 
| til a new edition has been printed, at 
which time notice will be given. 








Boot and Shoe Recorder 
80 Federal Se. 
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Phelps Shoe Co. Founder 
Celebrates 89th Birthday 


SHREVEPORT, La. — Approximately 
two full pages of the Shreveport 
Journal on May 17 were devoted to 
singing the praises of Emanuel Phelps, 
founder of the well known Phelps Shoe 
Co. here. It was Mr. Phelps’ 89th birth- 
day. The store — wished him many 
happy returns of the day in a big four- 
column advertisement, as did many of 
the manufacturers from whom the com- 
pany buys. There was, also, a two- 
column story of Mr. Phelps’ life, be- 
ginning with his birth in Germany and 
tracing his early struggles, his setbacks 
and his eventual triumph over every 
adversity. 

In his youth he peddled merchandise 
on his back until he had money enough 
to start a small shoe store in New Or- 
leans. This rapidly became one of the 
largest in the city for that time. 
Shortly after the close of the Civil War, 
however, a bank failure brought him 
to the brink of financial ruin, but with 
characteristic courage, he and his 
family moved to Shreveport and 
started over again, building the busi- 
ness which is now known in shoe circles 
from coast to coast and which is man- 
aged by his son, Ben Phelps. 


Retail Trade Better 
in the Middle West 


St. Louis, Mo. Improvement 
throughout the retail shoe district was 
reported over the past fortnight, the 
betterment being caused by sunshine 
and warm weather. Even with the 
month of May running behind in sales 
up to the present, it is believed that 
with a continuance of present business, 
a gain for the month is possible. 

Enthusiasm has been registered in 
a number of stores because of the de- 
mand for white shoes. Whites have 
sold well in higher priced stores which 
always experience the first impulse of 
a buying trend. One of the ultra shops 
reports its sales on white shoes much 
above the same period last year. 

Snakes are slipping, but the down- 
ward trend is not rapid according to 
reports. One large operator believes 
they will hold a rather even sales de- 
mand through the summer and come 
a this = in a forceful age = 

same ry is reported on dar 
blue kid. 

Colored kids seem to be holding well, 
ig ided- preference for the beige 

nes. 


Ray Bros. Stores Sold 


Los ANGELES CaL. (UTPS)—Anew 
organization of Eastern operators have 
urchased control of the Ray Brothers, 
ne., chain of Southern California shoe 
stores. P. C. Ray was president of the 
chain, J. H. Ray, vice-president and 
R. L. Ray, secretary. e first two 
hamed will continue to operate the 
Ray’s Arcade at 420 Pine Avenue in 
Long Beach. 

The new organization is headed on 
the Pacific Coast by Ralph W. Feather- 
stone, formerly merchandise manager 
for P. Schlesinger & Sons, Inc. He 
has been elected vice-president and will 
be the resident managing director. 





They Sold $1,900 Worth of Shoes in 


ATLANTA, Ga. — Celebrating the 
greatest day’s business in the history 
of the organization, the shoe depart- 
ment of Davison-Paxon Company was 
entertained at a dinner at the Tavern 
last week by G. P. Faunce, manager. 
The personnel of the department and 
Store executives were the guests. 

Beaumont Davison, head of the big 
store, delivered the invocation, and P. J. 
Shuttleworth was master of ceremonies. 


After reading telegrams from officials 
of’ the Macy Company congratulating 
the department on $1,900 business in 
one day, a 40 per cent increase over 
the nearest figure ever reached before, 
the dinner was served. 

Speaking on “Co-operation,” Beau- 
mont Davison reviewed the history of 
business in Atlanta during the latter 
part of the last century. 








B. B. Thrift, Manager 


RICHMOND, VA. (UTPS)—Blanton 
B. Thrift, Richmond man, has been 
made manager of Herbert’s Richmond 
shoe store. He has had managerial ex- 
perience with other units of the chain. 


Recorder Trophy Won by 


Stylecrest Bowling Team 


St. Louis, Mo.—The Stylecrest Bowl- 
ing team won the Boot AND SHOE RE- 
CORDER Trophy in the St. Louis Retail 
Shoe Dealers’ Bowling League which 
terminated its season Tuesday, May 21. 
H. H. Jolley was captain of the Shoe- 
crest Team. The Hanan & Son team 
finished second with the Peggy Lee 
Shop, Walkover, Sensenbrenner, and 
Swope following in the order named. 





Lower Heels 


Los ANGELES, CAL.—A decided 
tendency toward lower heels is 
found in the shoe department at 
Robinson’s. At the present time 
19/8 is the limit, with the bulk of 
the business on box and baby 
Louis heels. This from a store 
whose average price per pair is 
over $15 too. The belief that 
blue has come to stay is a firm 
conviction here. For the short 
fall and winter season that 
Southern California experiences, 
the dope on colors is that brown. 
blue, black kid and patent will 
be important in the order named. 














McCain Wright, Inc., Add 


Another Department 


St. Louis, Mo.—McCain-Wright, Inc., 
have added another shoe department 
to their chain, making 14 stores and 
departments now being operated by the 
company. The recent acquisition is lo- 
cated in McKeesport, Pa., operating 
under the name of Freed’s Apparel Co. 
A hosiery department was also opened 
in the store. 


Fred Wittmond, who for a number 
of years was associated with the Shoe 
Mart as assistant manager has joined 
the McCain-Wright organization in the 
capacity of general field supervisor of 
all stores. 


Strong on Reptiles 


Los ANGELES, CAL. (UTPS)—Bring- 
ing word of the increased popularity of 
reptilian shoes throughout the country, 

. H. Baker, head of the string of 
Baker Shoe Stores on the Pacific Coast, 
recently returned from a quarterly 
Eastern buying trip. The demand for 
women’s footwear made from real 
snake skins is increasing by leaps and 
bounds, according to Mr. Baker, and 
styles are running in a wide variety 
of colors and solids, with trimmings to 
match. Another popular shoe for this 
season, he states, is the parchment kid 
in all blond shades. Pastel hues of 
red, green and blue, as well as wood 
violet, are pone in kids and fabric 
wear of silk and linen. 


New Department Open 


Houston (UTPS)—The French Ap- 
parel Shop at 817 Main Street, Hous- 
ton has opened for business with E. 
al as manager of the shoe depart- 
ment. 
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THE UNITED 
CUSHION “D” HEEL ul¥eD 
IS A TRIUMPH OF CUSHION HEEL 
STYLE 


AND 


GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION 
MAKES THESE 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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REG. U.S. PAT. OFFICE 


THE RUSH HOUR 


—yYou'll have plenty of them this month, whether your store is in the business sec- 
tion or in the residential zone. This month will demonstrate that the outstand- 


ing sellers of the season are West, Sandale, 
@ Your rush hours will be crowded with sales of these beautiful, hand- 
woven shoes and we are doing you a service as we urge you to prepare 


yourself NOW for the demand. 
Deauwitt, Sandale, have a distinctively individual appeal to 


women, not alone because they are so different from all 
other shoes in character, but also because they com- 
plement many a costume, either by harmonious 
* blend or by attractive contrast. 


@ Although every day this month will 
have eight rush hours and more for us, 
we can serve you well from stock 
if your order is placed early. 





GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK 
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In-Stock 


for Immediate Delivery 
Order from this Ad. 


Attractive color combi- 

nations, American Sizes 

on American Lasts, make 

GD < Rivideau Sandals the 
3 fastest selling Sandal 

line in the country to- 

Ky | ide au day—Deliveries can be 
made at once. Order 


ofan dats direct from this ad. 


Black & White 





oie 
PE AE Rs cs ct Scccccveseteese 4.75 
ae ‘) 4.50 


E. BANDLER & CO. : 
1440 BROADWAY NEW YORK SIRE 2 Sh 











“CROMWELL” 


English-Made Featherweight Seudine saat ie ond cat-on 
Woven Oxford because they are the best house 

slippers made. Hand- 
turned in black and col- 
IN IN ored leather, rubber or 
STOCK leather heels. Ask your 

STOCK 36 Pair Cases jobber—or write to us. 


A. W. GREELEY 
re 12 Duncan re 








one ts “al, 
Ma. Currine anp Mp. Cane 





No More Copies of the 
Shoe and Leather Lexicon 


BOE Ap Fiu— 
aximum of Comfort—Service— The present edition of the Shoe and Leather Lezi- 
these are the outsta features of this ENGLISH- | con is exhausted. No more copies of this shoe 


OXFORD, plain 


oak or rubber | and leather trade dictionary will be available until 


herweight scoured 

white combinations. No bs Tor delive a ss . : . 

Serie Garena 6 ne oon gonad a new edition has been printed, at which time 
To retail for $8.00 to $9.00 | notice will be given. 


COLT-CROMWELL CO., Inc. 
Est. 1899 


1239 Broadway, New York, N. Y. 
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Fall buying time is here 









And, no line offers more in style, com- 
fort, fit and value, than Wilbur Coon 
Shoes for Fall. 


The Wilbur Coon standard of fit has 










ig | not been sacrificed; the line has been 

ia dolled up and pepped up to a degree 

B that makes it outstanding in its price 

, range. 

7 If you haven’t seen it, a post card to us 

. will place you in touch with our sales- 
man. 








W3Conks 


37 Canal St. 
Rochester, N. Y. 







Chicago Office: 506 Security Bldg., 189 W. Madison St., Chicago, Ill. 
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Summer Styles! IN STOCK 
The Newest Woven Leathers and Imported Crepe Silk 
“OMONA” 
Imported Woven Leather 
(WOVEN LEATHER STRIPS) 
B-138—Combination Beige, Blue and 
Beige Kid Quarter and Trim... 96.00 
“DEVON” “CAIRO” B-139—Combination of ie ont : 
mn: Imported Woven Leather 
cwovmn IREGENG GORI) (worn LEATHER STRIPS) White ins Gueveer' ent —. os 
B-135—White Woven Leather Strips B-112—Combina of 
with White Kid Quarter and Trim. .86.00 a Leather Strips in “REGENT” 
B-136—Combination of Light Beige Collars and Straps of 2 Special Process 
Seafoam Green and White Kid oan eth - Shan bg — 
Beige Quarter and Trim-..+.-+-, @,00 «and, White Kid. Leather tripe in 
eX Eee 
SIZES B-114—Combination of Brown, Beige 
and Kid Leather Strips | 
BSCE CS ASS ala a! 5 to8 Vamp, vith Beige Kid Quart 
Coc crercerccesccceccsoes 4yY, to8 +. yp _— ‘Kid 
SaRevcapvdewne bar aeednat 4 to8 
APNE TRA ts 3 to8 The Menihan 
PPUTETEPELEREREEEEE TET oO 
Terms Net 30 Days Company “Suitable ene any color’’ 
Twenty-five cents additional for orders In-Stock Department “un at ee : _ hates! 
of less than three pairs. Rochester, N. Y., U. S. A. B-171—Imported Black Silk Crepe.. 4.85 
3-Way 
Ficket if 
“or $ 4 re 6 doz.—$1.50 12 doz.—$2.50 1 doz.— $0.35 
i. 795 (CHECK WITH ORDER—PLEASE) 
4.25 8.00 
4.45 8.50 
rr by YOUR CHOICE OF EITHER OF TWO COLOR 
pet oan COMBINATIONS 
4.95 9.50 Purple with gold edge trim on white Red with black edge trim on white 
5.00 9.85 pasteboard with black figures. pasteboard with black figures. 
5.45 9.95 Available in 72 different prices: IN STOCK 
5.50 10.00 
tae 10.50 
9 11.00 
6.00 11.50 If other than in-stock prices are specified in orders, 
6.50 12.00 the rate per doz. is 50c. — 
6.75 12.50 
6.85 13.50 
6.95 14.00 
7.00 14.50 MERCHANTS SERVICE DEPARTMENT 
ABOVE IN STOCK BOOT AND SHOE RECORDER, CHICAGO 
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THE strongest lace 
makes the strongest 


impression of quality on 


THEY BIND de coat, Thais the 


reason wise merchants 

WHERE OTHERS énbo‘tivor tae 
in preference to others. 

BREAK / RS ee 


and easier to sell. It brings 
you a neat profit and never 
made an enemy yet. 





4 O. A. Miller Treeing Machine Company 


Shoe Tree Division Brockton, Mass. 





CORDO-HYDE 


Laces are the accepted 














standard for strength, 


comfort and looks. 
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WHERE TO BUY 
Men’s Shoes 


BOSTONIANS 
WHITMAN, MASS. 














NETTLETON 
Shoes of Worth 









































Shoe «Marker New 


In The Boor anp SHoz Recorper 
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EVERY WEEK 





Tanners to Hold 


Summer Meeting 
June 13 and 14 


Two-Day Session Will Be at 
White Sulphur Springs, 
W. Va. 


New York, N. Y. — The Tanners’ 
Council announces that the regular 
summer meeting of the association will 
be held June 13 and 14 at White Sul- 
phur Springs, W. Va. A tentative pro- 
gram which is a happy combination of 
business and pleasure has been drafted 
as follows: 


Wednesday, June 12, 1929 


12.30 p. m.—Meeting of Directors of 
the Laboratory Foundation at the 
heme of Cincinnati, Cincinnati, 

io. 

2.30 p. m.—Meetings of any special 
committees at White Sulphur Springs. 


Thursday, June 13, 1929 


9 a. m.—Registration. 

10 a. m.—General Convocation (Open 
Meeting): Address of President Fraser 
M. Moffat, report of Treasurer Cecil 
Q. Adams, “The Trade Practice Con- 
ference and Codes of Trade Practice” 
discussed by Hon. W. Markham Flan- 
nery, Federal Trade Commission and 
Henry P. Fowler, Chamber of Com- 
merce of the U. S.; “The Operation of 
Commodity Exchanges” by Francis R. 
Henderson, president, Rubber Ex- 
change. 

12.30 p. m. — Adjournment for 
luncheon. 

1.30 p. Pee for presi- 
dent’s golf trophy. 

0 p. m dies’ putting contest. 

6.30 p. m—Dinner and meeting of 
board of Geasers. 

8.00 p. m.—Evening Meeting -—~ 
to Allied Trades): “Industrial 
search”—Dr. Charles L. Reese, E. I 
du Pont de Nemours & Co. 


Friday, June 14, 1929 


8 a. m.—Breakfast Meeting—Trade 
Survey Committee. 

a. m.—Breakfast Meeting—Re- 
search Laboratory Committee. 

9.30 a. m.—Executive Membership 
Meeting for Tanners. “The Necessity 
for ning and Control i 
Tanning Indu —A Suggestion” Mr. 
Murray Shields, Director Trade Survey 
Bureau. 

10.15 a. m. — Group meetings in 
charge of group chairmen. 

12.30 p. m.—Adjournment for lunch- 
eon. 

1.30 ? m.—Second Day’s Golf Tour- 
nament. 

2.30 p. m.—Bridge party for ladies. 








7 p. m—Annual golf dinner. 





Dr. Scholl Foot Comfort 
Week—June 22 to 29 


Cuicaco, Int.—Shoe men throughout 
the United States and Canada are pre- 
paring to participate once more in 
Dr. Scholi’s Foot Comfort Week. This 
year this annual shoe store event comes 
June 22 to 29, just in time for the 
merchant to round out a good month’s 


business. 

Dr. Scholl’s Foot Comfort Week was 
first put on as a shoe store drive back 
in 1917, so this one this year is its 
thirteenth anniversary. No other af- 
fair in shoe store history approaches 
Dr. Scholl’s Foot Comfort Week in 
longevity and to many in the industry 
it has come to assume the proportions 
of an institution. 

One great reason for its continued 
success, where other weeks have come 
and gone with indifferent results, is of 
course, its most popular appeal. While 
merchants might profitably stress price 
or quality, or style in their merchan- 
dise all year round or at seasonable 
periods, the appeal of foot comfort has 
come to mean so much to the American 
people, that foot comfort now majors 
in good shoe store advertising. 

To, one hardly picks up a newspaper 
or a magazine but that he reads some- 
thing about feet and foot comfort. In 
fact, articles on feed today seriously 
rival in public attention those about 
teeth, eyes, general health, etc. 

“Each year” said D. W. Landon, vice- 
president and general manager of The 
Scholl Manufacturing Co., Inc., “we 
have found more merchants par- 
ticipating in this annual drive. This 
year it will be by far the greatest Foot 
Comfort Week in history. I base my 
figures on the great increase in re- 
quests for window trim material, news- 
paper advertising electros and orders 
for merchandise to fill in stocks for 
this week. Our dealers have found 
these drives profitable and valuable for 
the reason that when they have a call 
for some Dr. Scholl Foot Comfort, they 
have the opportunity to sell footwear. 
Recently a young man wrote in that 
when took advantage of these 
= his shoe sales increased six 
old 

This year The Scholl Manufacturing 
Co., Inc., has prepared a most unusual 
window trim which is done in ei vo 
colors. The main piece has a num 
of athletic figures which forcefully 
bring home the idea of desirability of 
foot comfort. Coupled with this are 
a number of smaller pieces which show 
how the various foot troubles can 
corrected or the 0 Pre r Dr. Scholl 2) 
pliance or remed e company, f 
lowing its usual p Ag is giving all of 
its dealers who put in the trim and 
sent in a photograph either a hand- 
some cigarette lighter or a gold pencil. 
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E. B. Earhart Dead 








Earle Barclay Earhart 


PHILADELPHIA, Pa.—Earle Barclay 
Earhart, vice-president of Robert H. 
Foerderer, Inc., died on May 23, after 
a week’s illness, at the Germantown 
Hospital, Philadelphia. He was in his 
thirty-fifth year. 

Formerly in the advertising agency 
business Mr. Earhart joined Robert H. 
Foerderer, Inc., in 1924 as assistant 
to the president. Shortly afterwards 
he was made vice-president of the con- 
cern. 

The merchandising of Vici kid was 
under Mr. Earhart’s direction. He was 
personally responsible for creating and 
executing many of the unique selling 
policies which have commanded the re- 
spect of the entire shoe industry for 
several years. His exceptional mer- 
chandising ability was generally recog- 
nized by the many shoe manufacturers 
with whom his work brought him in 
close contact. 

Although in the leather business a 
comparatively short time, Mr. Earhart’s 
opinions on matters pertaining to 
styling and sales promotion were held 
in high regard throughout the trade. 
He served on several important com- 
mittees of trade associations. 

Mr. Earhart was born in 1895. He 
was a member of the class of 1917 of 
the University of Michigan. During 
the World War he was a lieutenant in 
the United States Navy, and saw active 
service in Archangel, Russia. 

Mr. Earhart is survived by his wid- 
ow, Frances Leech Earhart, and two 
children Earle Barclay Earhart, Jr., 
aged four, and Frances Williams Ear- 
hart, aged two. 


To Enlarge Plant 


Lynn, Mass. — Benz Kid Co. will 
build a four-story addition to its plant 
in Lynn, and will increase its produc- 
tion of glazed kid leather. Land for 
the addition has been bought and plans 
for it are being made. Jacob C. Benz 
is president; Herbert H. Winslow is 
vice-president; and Edward M. Wins- 
low is treasurer. The company has 
been making kid leather for 23 years. 











New England Shoe Men 
Pleased with Tariff 


Boston, Mass.—In commenting on 
the schedule of the hide, leather and 
shoe duties, as agreed to in the Re- 
publican caucus of the House in Wash- 
ington, May 23, Secretary Thomas F. 
Anderson of the New England Shoe 
and Leather Association said: 

“Our New England shoe manufac- 
turers and tanners are, of course, 
pleased to learn that the Republican 
caucus agreed to remove leather and 
footwear from the free list and give 
them the protective duties announced, 
and believe that these duties will be 
helpful to the industry. There is, how- 
ever, some question whether all of these 
duties will be adequate, and an effort 
may later be made to induce the senate 
to increase them somewhat. The im- 
position of a duty on hides, of course, 
is revolutionary, and a disappointment 
to a in both branches of the in- 
dustry, but apparently the advocates of 
protected hides are in a majority in 
the House at this moment. 

“It must not be overlooked that the 
entire Tariff Bill still has to run the 
gauntlet of the Senate, and afterward 
of the Conference Committee of both 
Houses, but we are hopeful that your 
own industry will be able to at least 
retain what the Republican caucus has 
been willing to give it. 

“Our Association is highly apprecia- 
tive of .the splendid work that the more 
active group of our New England rep- 
resentatives at Washington has done 
in the interest of the leather and foot- 
wear trade.” 





Brockton District Shows 
Steady Production Gains 


BrockKTon, Mass.—Still continuing 
the high pace shoe shipments from 
this center have been setting through 
this year, May adds a further increase 
to the total which now has mounted in 
the first five months of the year to a 
gain of 45,376 cases over the figure of 
1928 and is well ahead of any total for 
the past five years. 

Shipments for the first five months 
of shipping weeks this year total 228, 
271 cases as compared with 186,145 
cases for the corresponding period of 
a year ago. - Shipments for May of this 
year alone were near the 49,000 mark 
as compared with approximately 37,000 
cases for the same month last year. 

The prosperity which Brockton has 
felt this year is encouraging to man- 
ufacturers in that the production has 
been fairly well sustained through the 
first part of the year instead of 
dropping after the Easter rush, and to 
some of the shoe men popularizing of 
sport shoes which now have reached a 
place never before equalled in popu- 
larity, has had something to do with 
the increase. Brockton banks also show 
higher payrolls for the first five months 
of this year. One bank reported an 
increase of more than $250,000 alone 
in payrolls of one of its clients. 

Another heartening condition is the 
fact that plants having in-stock de- 
partments are having a steady call for 
summer shoes, and many sports. Sum- 
mer weights have reached a high popu- 
larity, too, although the popularizing 
of sports has taken the lead. 
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WHERE TO BUY 
Men’s Shoes — 





[T ousiness iS WANTEDSELL- 
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pTAAGE mann Ese 7IASRLS 
BION F-REYNOLDS CO™ BROCKTON MAS: 








WHERE TO BUY 


Men’s & Women’s 
Slippers 





WM. SUMNER SMITH 
825 W. Menres, Chieage 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sont on 
request 





HIGH GRADE TURN MULES and D’ORSAYS 











434 
$2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Novelties 








PROCESS 
smartness and 









BOND SHOE COMPANY 132 Duane St., New York | 








WHERE TO BUY 
Ballet Slippers 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
uLee SHOE CO., INC. 


47 Duane St. 
ew York, N. ¥. 

















Black Kid 


BALLET SLIPPERS 
Made on Right and Left Lasts 






Wom. Miss. Childs 
ee a RE 
Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philadelphia— In 
17236 Ne. 6th St. STOCK 


Los Angeles—1162 Go. Hill &t. 








WHERE TO BUY 


Dancing Taps 








Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 


Send for 


Coast z 
. A. F. 


Representative. 
51 59 Vincent Aven Eee Rock 
Angeles, 











New “Stuck-On” Process 
Being Tested in U. S. 


Boston, Mass.—Fresko, Inc., is the 
name of a new company organized here 
to distribute rubber solutions and ma- 
chinery necessary in the manuiacture 
of footwear by a “stuck-on’ process 
now being used in Great Britain and 
on the Continent. The president and 
treasurer of the new company is E. C. 
Cottle, of E. C. Cottle & Co., leather 
brokers, 20 East Street, Boston. 

It is claimed for the rubber solutions 
used in this process that they are pene- 
trating and that the union of the two 
solutions is really a cold vulcanization 
process, achieving the same permanency 
and durability as that attained when 
a rubber patch is hot vulcanized to the 
inner tube of an automobile tire. 

Described briefly, the process in- 
volves grooving the sole with a grooving 
machine which is offered for sale by 
Fresko, Inc.; and painting the sole 


with two coats of one solution, allow- 


ing the first coat to dry thoroughly be- 
fore applying the second. A second 
solution is then applied to the insole 
with the shoe on the last. When all 
coats of both solutions are dry, a third 
solution is applied, allowed to stand 
for a short time and then pressure is 
applied to the sole and insole. This 
may be done with a hammer or with 
any one of the many machines now in 
ordinary shoe factory use, such as a 
sole leveller, for instance. The finish- 
ing neon then goes forward in the 
usual way of manufacturing. 

The same or similar solutions, it is 
claimed, can be used in repair work on 
soles and heels, and can used on 
fabric footwear, or with rubber and 
composition soles, as well as with 
leather. 

The solutions and the methods of 
using them originated in Denmark 
some years ago and have been per- 
fected in England. 


Good Gains Shown 
by St. Louis Factories 


Sr. Louis, Mo.—The retail trade has 
not been the only branch of the shoe 
business to feel the affects of the con- 
tinuous we A period experienced 
throughout t country. Wholesale 
and manufacturing interests as well 
shared in the slackening. 

Within the past few days, however, 
there has been registered a decided im- 
provement and some units of the in- 
dustry report a betterment which will 
add substantially to the monthly ship- 
ments. Factories are running close to 
capacity with none anticipating a slow- 
ing down inthe schedule. The pattern 
departments have completed their work 
and the merchandising executives are 
making their schedules for a heavy fall 
business. y some advance styles 
have been sent to the men on the road 
although it will be the end of June be- 
fore the ral lines will be in the 
hands of the traveling men. 

Inventories are in excellent condition 
with very few shoes left for a clean- 
up. Colors were sold in a big way and 
all reports indicate they were com- 
pletely cleaned up. Early buyers in 
the market are favoring brown both in 
kid and suede. Reptiles will play an 
important part in the buying program 
of practically every merchant. 








Color in Sport Soles 


Sport soles in which at least a por- 
tion of the design is carried out by 
means of inlays instead of by a proc- 
ess of molding the material of which 





the sole is made, have recently appeared 
in the well known “Gro-Cord” line of 
the Lima Cord Sole and Heel Company 
of Lima, Ohio. The design, as shown 
here, is an unusually clever combina- 
tion of the artistic and the practical 
as the sun and its surrounding circles, 
in reds and yellows, grip the ground 
under the middle of the ball of the foot, 
while the radiating rays prevent side 


slipping. 





New Plant Being Built 
for Brooks Shoe Company 


PHILADELPHIA, Pa.—The Brooks Shoe 
Manufacturing Company of this city, 
makers of ballet, gym and athletic 
footwear, skating, football and baseball 
shoes and specialties in kindred lines, 
is now erecting a new daylight fac- 
tory building at Swanson and Ritner 
Streets in Philadelphia, to be occupied 
by Aug. 1. This change, being the third 
made in ten years, will give an in- 
creased capacity of 2000 pairs a day 
with opportunities of further increases 
as required. The new building will be 

uipped with the most modern of ap- 
pliances and is so located that all parts 
of its two stories have ample daylight 
illumination, a very important factor 
in manufacture of this kind. 

Mr. Goldenberg, in commenting 
upon the change, said that the develop- 
ment of the business has been of such 
a satisfactory character that the com- 
pany is extending every effort to make 
available the increased facilities the 
new plant will offer at the earliest pos- 
sible moment. 


Add Men’s Shoes 


Fort Smirn, Ark. (UTPS) — The 
Boston department store, which has for 
years operated a woman’s shoe depart- 
ment, has just opened up a men’s shoe 
section in the men’s department of the 
establishment. At the present time, 
the department is handling only the 
J. B. Smith $10 shoes, according to 
A. E. Foster, manager. 
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M. F. Kelley Dead 


StoucHToN, Mass. — Michael F. 
Kelley, for many years head of the 
Three K Shoe Co. of Stoughton, died at 
his home on Park Street, this town, 
May 24, after a long period of failing 
health. Some 15 years ago, after a 
jong training in the industry, he estab- 
lished the Three K Shoe Co., with a 
modern factory near the South Stough- 
ton depot, and the concern did a good 
business. During the period of stiff 
competition a few years ago he par- 
tially liquidated the business, along 
with the members of his family who 
were associated with him, and since 
that time he has made and retailed boys’ 
shoes. He was a native of Brockton. 


Williams Mfg. Co., to 
Make Men’s Spats 


PorTSMOUTH, OHIO—The Williams 
Manufacturing Company of Ports- 
mouth, has gone into the manufacture 
of men’s spats in addition to their line 
of leather puttees and leather belts. 
The will be sold under the name “Bond 
Street Spats.” 

The Williams Company, in order to 
make their new product an outstanding 
addition to their business, and to supply 
American men with what is correct in 
spat design and quality, has secured 
the services of E. F. Loumett, famous 
spat designer of Northampton, En- 
gland. Mr. Loumett has devoted more 
than thirty years to the manufacture 
of correct ankle-wear. He will both 
design and oe the production of 
Bond Street Spats. 








Boston Factories 
Get Repeat Orders 


Boston, Mass.—The shoe factories 
are experiencing the in-between season 
period, with practically all late spring 
and summer goods shipped, except for 
“repeat” orders, which are being re- 
ceived in fair volume. Manufacturers 
say that they expect this condition to 
prevail until about June 15, when the 
up-swing will commence, its full height 
taking place in this market “The Week 
After the Fourth” with the Boston 
Shoe and Leather Fair as the stimulus. 

Wholesale houses are busy booking 
orders for immediate shipments on nov- 
elties, with sandal types, in women’s 
lines, prime favorites. The “punched” 
pattern in women’s shoes is an active 
number; also the Prince-of-Wales tie; 
ties and straps are about equally di- 
vided as to demand. Lizards and light 
colored kids lead the demand as to 
leathers specified by retail shoe mer- 


chants. 

Patent leather continues to be a fa- 
vorite in children’s shoes, and is also 
active in women’s comfort shoes. Light 
shades in kid leather, white included, 
are good sellers. Brown kid is being 
sampled freely. Suede kid is being 
sampled extensively. There is still a 
oma call for elk leathers. Suede calf 
is a favorite in the leathers wanted by 
manufacturers for fall shoes. 


Open Birmingham Store 


BIRMINGHAM, ALA. (UTPS)—Slat- 
er’s, operators of a chain of men’s shoe 
stores out of Atlanta, have opened a 
new store here at 1915 Second Avenue, 
North. S. Levin is manager. 





Increased Production 
in Wolff-Tober Plant 


St. Louis, Mo.—The Wolff-Tober 
Shoe Manufacturing Company is one of 
the busiest factories in the St. Louis 
district this season. The growth of 
this concern continues unabated. Their 
business was organized in 1922. In 
1923 they produced 151,000 pairs of 
shoes. In 1928, their output was 609,- 
310 pairs. During this period, three 
additions have been built on the orig- 
inal factory. The present capacity is 
3500 pairs daily. In 1922, Wolff-Tober 
employed about 45 people. Today, the 
payroll includes 720 shoemakers. This 
places Wolff-Tober among the leading 
St. Louis specialty shoe plants in 
point of labor employed. 





R. L. Upton Leaves 
Gillett-Upton, Inc. 


Boston, Mass.—Rodney 1. Upton, 
president and manager of Gillett-Up- 
ton, Inc., retail shoe merchants, is re- 
tiring from this concern, after an emi- 
nently successful six years of shoe buy- 
ing and merchandising; because condi- 
tions could not be brought about which 
met with Mr. Upton’s ideas and appro- 
bation. The business has been sold to 
G. W. Ashton of Ashton’s, Inc., Salem, 
Mass. George W. Karl, formerly sales- 
man at Jones, Peterson & Newhall Co., 
and also at the E. W. Burt Co., Boston, 
and with a wide experience as a manu- 
facturer’s representative, is manager. 
Mr. Upton commenced to operate The 
Gillette-Upton, Inc., after a 15-years’ 
connection as assistant buyer and shoe 
window trimmer at the R. H. White 
Co., this city. He has a country-wide 
reputation as a creator of artistic trims 
and as an able buyer and executive. 

When he came to his present store, 
he took over from the former operators 
a $30,000 stock of shoes and an $11,000 
stock of hosiery. He gradually cleaned 
up the entire hosiery stock, and of the 
original shoe stock has left only 20 
pairs. Mr. Upton “graded up” the 
footwear from $6.50 to $8.00 sellers to 
40 per cent at $10.00 the pair, and the 
remainder at $8.50 and $9.00. This 
month, he sold his stock at 39 per cent 
profit. 


Weiss “Goes Over Top” 


Boston, Mass. — William L. Weiss, 
buyer of shoes for The Gilchrist Co., re- 
cently directed the biggest four days’ 
sale that his departments have ever 
“pulled off.” Last year, May Sales 

anagers’ Days constituted a week. 
The shoe departments—men’s, women’s 
and children’s—each did a larger vol- 
ume of business in this four-days’ sale 
than they did in an entire week during 
last year’s similar event. Next in vol- 
ume of sales for the store, after radio, 
came the furniture and shoe depart- 
ments. The shoe departments exceeded 
their quota by over $4,000 in this year’s 
four-days’ sale. Felix R. Vorenberg, 
president of The Gilchrist Co., was so 
impressed by the outstanding job done 
by the shoe departments that he 
“showed the whole department a good 
time.” The big “blow-out” came off on 
Monday evening, May 27—first, a ban- 
quet, and then the theater. 








WHERE TO BUY 
Wooden Beach Shoes 








IN STOCK—IMMEDIATE DELIVERY 





We. 400—For 
Ne. 610—For Men, 
webbing, for gyms, 





paths, 
oe. 
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Wood Sole Bathing Sandals 
Ladies’ and Men's 
= White Canvas 






3; colors if de- 
sired; durable 
fastening ; profit- 
able line for 
dealers. 

A. H. RIEMER SHOE CO. Mfrs. 
|_20th & Vilet Sts. Milwaukee, Wis., U. S&S. A. 














WHERE TO BUY 
Slipper Supplies 








FEATHERS 
for 
BOUDOIR SLIPPDRS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 
COLUMBIA MARABOU CO., Ine. 


45 East 20th St. New York City 
Telephone Algonquin 6722-6723 














WHERE TO BUY 
Children’s Shoes 
Approved by Medical Men 


As a fully ventilated shoe, 
the Burkley Ventilated 
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WHERE TO BUY 


Store Fixtures 














WHERE TO BUY 
Shoe Trees 








ROME ADJUSTABLE & VENTILATED TREES 
In steck or 
made te order 

discount 


te quantity 
buyers and to 
jobbers. 











Best and Most Reasonable Shoe Tree 
THE ROME SHOE TREE CO. 
Makers of Boot and Shoe Trees 
74 Stanhope St. Brooklyn, N. Y. 





Seven Fat Years Ahead 


[CONTINUED FROM PAGE 45] 


ry was unanimously for free 
hides. The sharp battle for a duty on 
shoes and leather that developed before 
the committees in Washington was re- 
sponsible for the compromise—hides ten 
per cent in a for shoes at 
twenty per cent and finished leather at 
fifteen per cent. 

Inasmuch as the tariff bill. was de- 
signed primarily as a factor of farm re- 
lief, it is now a question as to whether 
a duty on hides would not have been 
assessed in the final schedules whether 
the shoe industry liked it or not. The 
farmer has fought for everything. The 
duty put on live cattle was so increased 
in committee as to make it seem almost 
impossible for cattle on the hoof to be 
imported into the United States in com- 
petition with the American price, but 
agriculture is sitting in the saddle and 
a items get the right of the 


road. 

The next step forward in tariff mat- 
ters is the fight in the Senate, where 
there is a possibility of another switch 
around. As the matter now stands, the 
shoe industry at large enjoys a partial 
victory. It pays for its protection on 
shoes and finished leather by the gen- 
eral tax on hides falling on every pair 
of shoes worn throughout the United 
States. 

As a compromise victory, there are a 
number of items of approval. The 
calfskin tanners are in a jubilant mood, 
for they see an American market all 
their own. Foreign finished calf and 
side leathers will be forced to jump a 
high hurdle of fifteen per cent. 

rtain shoe centers and certain 
cheaper grades of shoes will find pro- 
tection in the twenty per cent placed 
upon shoes, made wholly or in chief 
value of leather. 

So far, the tariff revision is one of 
satisfaction in part to makers of shoes 
and tanners of leather, but it brings 
little joy to the shoe merchant who 
buys these higher priced shoes for re- 
sale to his customer. 

The entire tariff bill still has to run 
the gauntlet of the Senate and after- 
wards the conference committee and 
the House. 


Smith Shop Closing 


GLENDALE, CAL.— The Smith Boot 
Shop, 123 N. Brand Boulevard, is being 
closed A to M. A. Rechow, 


out. According 
it will be consolidated with their Beverly 
Hills store. 
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How to Handle the 
Impetuous Customer 
[CONTINUED. FROM PAGB 53] 


The customer with the broad pudgy 
foot, for which the slender high-heel 
model is an impossibility. The cus- 
tomer whose troublesome feet will not 
permit her to wear such a style in 
comfort. The customer with the rap- 
idly changing mind who is sure to tire 
quickly of the color or the pattern or 
something else. The customer who, 
habitually selecting rather modest 
footwear effects, is for the moment 
tempted to hazard the choice of a dar- 
ing ag “od style. The customer, the 
young office woman, who must not be 
allowed to choose this sort of footwear 
for business hours, though she’s seri- 
ously tempted to do so. 

Besides these practical considera- 
tions there is often a psychological 
reason why customers should not be 
allowed to buy on first impulse, but 
should be carried along by the sales- 
man through the whole procedure in 
buying, to guard against later feelings 
of uncertainty and possible dissatis- 
faction. It often seems that the 
quicker they buy the sooner they be- 
come dissatisfied. The customer who 
raves over some shoe, who gushes with 
pentee for it, who goes just —¥ with 

er delight at the thought of having 
it herself, often has yielded to but a 
passing fancy. She is practically self- 
anaethetized. When she becomes con- 
scious again, she wonders how under 
the sun she happened to pick that out. 
If she has not worn it, back it may 
come for exchange or credit. If she 
has worn it, she’ll always be discon- 
tented with it. 

Personality qualities required by the 
salesman are: Courtesy first as al- 
ways, a pleasant and agreeable man- 
ner, tact in deciding upon the sugges- 
tions he will make, tact and skill in 
his choice of words in which to ex- 
press his suggestions, the determina- 
titon to please and satisfy the custom- 
er, the willingness to work hard to 
get this result, all supplemented with 
thorough knowledge of footwear and 
fitting. 


Interpreting Styles 
for Volume Trade 


[CONTINUED FROM PAGE 58] 


or wide round toe absolutely dominate 
the popular priced genera! field. If 
the merchant in the small city re- 
ferred to bought his fall shoes for 
afternoon wear, for instance, with 
patent leather fourth in importance 
as a material he would be as entirely 
wrong as if he bought more brown 
shoes than black and if for late fall 
he bought suedes as his leading seller. 

It would be practically impossible to 
lay out a definite program for each 
class of retailer handling each class 
and grade of merchandise in the widely 
variant sections of this large country. 
The Style Committee has blazed a posi- 
tive and correct trail for all to use as 
a guide but each must use his per- 
sonal experience in his own particular 
community and with his own individual 
clientele—to determine how close he 
may dare to follow or h ow far he had 

stay away. 

The shoe traveler who is true to his 

responsibilities will study his custom- 
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Profit Building 
Styles for Summer 
[CONTINUED FROM PAGE 47] 


be decorated with calf, the calf should 
be plainly tailored with a stitched edge, 
and the punching should have the small 
round hole with the two little holes be- 
tween. If the edge is serrated, as in 
kid or calf, then the diamond shape, 
with the little holes breaking the mo- 
notony, is very effective. 

For the barefoot sandal types, the 
larger hole is employed by itself. The 
placing of these perforations is also 
very important. When the depths of 
the side of an oxford wishes to be 
eliminated, then small diamond designs 
and perforations will take care of it. 
Also, vertical lines slightly on the bias. 

The careless placing of the instep 
strap will throw out the line of per- 
forations, giving a very ugly line to 
the side of the shoe. The length of 
the toe cap should also be carefully 
studied, especially when the wavy line 
is used rather than the decided toe 
cap. Serrated edges of contrasting 
color are employed in some of the 
Spanish shoes, such as chocolate brown 
with Prado brown underlays. 

The miniature cutouts and ventila- 
tions are becoming so favored by smart 
women that it is anticipated that this 
shoe-style picture will go well into the 
Fall patterns of shoes. Many of these 
types, by featuring lizard underlays to 
close in the openings, may be used for 
the two seasons. 

The vogue of the all-leather heels, 
which is now within one ounce in 
weight of the covered wood heel, has 
changed the character of shoes, tailor- 
ing them considerably and relying on 
new adaptions, wing tips and quarters 
and complete collars in contrasting 
leathers and colors. 

The Spanish influence, being adapted 
by some of the smartest creators in 
Paris as the newer motifs in hats, 
frocks and scarfs, is also being felt in 
shoe fashions. 





er’s needs and make himself a medium 
of interpretation between his smaller 
customers and the style trends as ap- 
plicable to the peculiar needs of each. 





Regal Men in Europe 


WuirmaNn, Mass. — Sales Manager 
J. A. Holmes and Francis M. Gill, style 
director of the Regal Shoe Co. are in 
England looking over some of the most 
promising of the new English styles 
which they plan to bring back with 
them as additions to the Regal line for 
fall and winter. 





Imitation Welts 


HAVERHILL, Mass.—Turn shoes with 
low, leather heels and wheeled edges, 
known as “imitation welts,” have made 
appearance in the local industry with 
the advent of a big sports season. The 
industry has not seen wheeled edges for 
some time, but the process now is be- 
coming generally popularized. Sports 
play an important part in immediate 
production. Oxford and sandal effects 
are holding strong. White buck and tan 
calf are popular materials. Production 
for industry is about 60 per cent of 
normal, but will tend to improve. 
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‘R 
a eptile leathers made our 
dge, 
mall 
be- 
are é Bust “ 
se “TN both dottars and pain,” e- Spring Business! 
marked this successful buyer, “we 
the — te a 
The did a greater percentage of our busi- says Prominent Sth Avenue 
en ness on reptile leathers than on any 
a other kind.” Shoe Buyer* 
it. It may be too much to say that 
i without these leathers, spring busi- 
"er" ness would have been flat. Yet it isa 
| of fact that they did inject more speed 
‘ine and pep into the shoe business this 
ing § season. 
- It is only natural that they should! 
: Reptile leathers have color. They have 
oA life. Whether Watersnake or Lizard, 
= the pattern is designed by nature and 
ese improved by the exclusive Alpina 
Ned process. Every minute detail of beau- 
ty, softness and flexibility is faith- , 
els, “ tary : TODAY'S 
in § fully retained if the leather you 
_ specify is Alpina. LEATHERS 
a Genuine Alpina is still the most are 
ing wanted of all reptile leathers — be- REPTILE 
ted cause both shoe designer and shrewd 
i retailer have discovered that despite 
in the shortness of supply, Alpina has 
7" never compromised with quality. 
um All Reptile Leathers are here to 
od stay. Upon the advice of the coun- 
ch. try’s leading Fashion authorities, we 
suggest that you make Alpina Lizard 
~ your leader for fall! 
ie } *Name on request 
on 
th F. HECHT & COMPANY, Inc. 
o ' 10 Spruce St., New York City 
(World’s largest distributor of novelty 
leathers and Alpina genuine reptile skins) 
4 ‘Send for “THE VOGUE 
de OF REPTILE LEATHER” . 
- How Reptile Leathers came to Fashion— How ssepcaucnnaamelas 
or they dominate the Vogue today. Profusely illus- LEATHERS 
e- trated with Reptile Leather items from the 
ts World’s Smartest Shops. The views of Fashion 
- Authorities. Free! Ask for a copy. 
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TELL ’EM—and SELL ’EM! 


The merchant’s first problem is getting the prospective customer off 
the sidewalk and into the store. 
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You say what your window sales mes- 
Sage requirements are—and we supply 
them. 


Attractive window-messages give the 
store its voice, and double the sales- 
pulling value of your window trims. 


Now Ready 
Beautiful June Cards 
Ivory, Orange and Blue 


SINGLE — 60 Zo wm BAGEL CHECK 


WITH ORDER, 
Select any subject below by number 


Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


For June 
Slippers for the Bride 
Shoes for Graduation 


Smart 
Jootwear 


jer 


No. 


No. 
No. 
No. 


WOMEN’S 
a Weddings — slippers 


‘or— 
. 2—Smart and Colorful—semi- 


dress oxfords— 
3—Smact footwear for all oc- 


casions— 
4—There is besuty in good 
health keep your feet 
healthy in— 


MEN’S 
5—The thing for summer— 
f shoes— 


GENERAL 


. §&—Sport Shoes — style, cor- 
rectness, and— 

. &—Efficient feet and « 
disposition are 

. 10—Keeping 


good 

the result— 
step -with shoe 
fashions is our business— 


. 11—Our Quality is our bg a 


12—Graduation — for 
——— of iite—all ‘hat 
authentically correct— 


\ 13—Golt shoes— 


AN Occasions- 


€ea €ime 
or 
€ce €ime 





6—Dress it pays. Ox- 
fords with that— 
CHILDREN’S 
No. 1%—Mannish Boys’ Shoes—just 
like dad’s— 


HOSIERY 


. 14—No ensemble is complete 
without flattering chiffon 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 





Above illustrates one of June cards— 
dainty, colorful. Sure to hold the win- 
dow-shopper’s attention to the trim. 








Printed Price Tickets 


All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 


Any prices wanted 85c. to $14.00—Orange Border 


Attractive 
Hand-Lettered 
Price Ticket 


5 
Z 


~ 


69c to $17.50 
25c per dozen 
6 doz.—$1.25 
12 doz.— $2.25 
24 doz.—$4.00 
Check With Order, 
Please 


12 each of 6 prices 85c. 
12 doz.—$1.50 
24 doz.—$2.50 

1 doz. of one price 15c. 
Cash or stamps 
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rchangeable show card monthly service, all sales messages 
1 A. css different, ark month’s cards of different designs and colors. 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


10 card service $5.00 6 card service $3.00 


4 card holies 0 2 cardholders 
100 blank price tickets 50 blank price tickets 


id gee NO 


Service YouWish— 
Then Mail Coupon 


8 rde (7"x11”). 
Servic dards dace’: 
No. 1 100 Blank Price 


Tickets. 
Mail the Coupon $4.00 monthly ($48.00 the year). 


In the panel are brief de- sage {ast Card Holders. 5 
scriptions of the several © 1B = 100 Blank Price 
Services we offer. Select the $5.00 monthly ($60.00 the year). 
one you wish. JUNIOR §& cards. 2 Art 
Mail the coupon today! Service —— = 






























frames. 
50 Blank Price 
Tickets. 
$3.00 monthly ($36.00 the year). 
Printed Price Tickets 
Olive green or eo ett amt 


8 cach of ary cts aot = 
per month 
Sout oa 

































BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ill 
Please enter our order for ta Recorder “Selling 


Messages” card pen for one 
year, consisting of ——— 2 each month 
and art Hs — with = first month‘s 
—— ~ py fF with cards for June, ed 

we pa per year, e 
$————- per — ~— 
For cash in advance full year’s service, 5% 
discount. 


sarees args ben sie rte 
we mon 

seule eas entiee delivered.) ) 

We sell Ben's, Women’s, Children’s shoes, and 
hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 


Place following name on card holders............ 













Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 
Ask us if your town is or may be open 


Printed Price Tickets:— 


Merchants Service Dept. Ai. dvcsheebbeseeoenteoeseseenseneens 
‘ BOOT AND SHOE RECORDER arid te ca sxiacnndssecaessntie 
189 W. Madison St., Chicago er eereree 


(June Ist issue) 


Spe Peeeeseessesassoaassoesssesseneooososorsess, 
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NobbyTread 


PEAY WEAR |I|l NOnpy TREAI 


TURNS STEP CHDOWNS 








PLAYWEAR TURNS 
NOBBY TREADS 








~“ 
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CURTIS-STEPHENS ~ EMBRY COM PAN Y 
Steadin aa S71 nasylvania 








ER ANT SHOES Ny FY RE ' 
F A WEAR HOES 
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HERE'S 
DURABILITY! 





“There is 


0 profit 


in price! - 


Price, per se, does not bring profits. It’s 
what your customer gets for her money 
that really counts. 

The consistent success of Van Raalte 
creations demonstrates beyond dispute 
the wisdom of our established policy— 
to create merchandise with those extra 
margins of style and value that safeguard 
the retailer's profit, regardless of price. 

The Van Raalte Hosiery line is a 
Miller Balanced Soles are made primarily to dramatic example of the force of creative 
resist wear. Here are the four characteris- styling—from the solid value of No. 638, 
tics which have made them famous for long a medium weight at $12 the dozen, to 
life— the ae ee of No. es the extra 

: sheer chiffon ingrain with contrasting 
TOUGHN ESS ‘ hem lining and modernistic design, picot 

for maximum wear / top—at $30 the dozen. 
Equal reapers of consistent profits are 
HARDNESS : found in the middle price ranges—chiffons 
with vari-colored picot tops, multi- 
color Persian Panels, “Lengthies” and 
—that latest triumph—Sun-tan Ombres. 


to resist spreading 


FLEXIBILITY 


to prevent cracking 


ANTI-OXIDATION 
to preserve life of rubber 


These are also features of the new Miller 
stainless sole. 


‘VAN RAALTE COMPANY 
295 Fifth Ave., New York City 
Makers of Silk Stockings, Glove Silk, 


. . V-R Tex, and Rayon Underwear, 
Tires, Tubes, Accessories and Repair Ma- Silk, and Suede Fabric Gloves ‘ 


terials, Drug Sundries, Bathing Wear, Shu- 
glov Foot-Gear, Rubber Balls and Toys, 
Molded Rubber Goods. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
Ze per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 

on Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each-word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








are seeking a dignified side line. 


Liberal commission basis. 


SALESMEN WANTED 


We have a few excellent territories open for conscientious salesmen who 
Our new line of BOND STREET Spats, 
designed by a famous English Stylist, is finding an enthusiastic welcome 
among shoe retailers and men’s wear dealers. 
real merchandising will pave the way. Samples are conveniént to handle. 
This opportunity will interest keen merchan- 
disers who have observed the increased popularity of men’s spats. Write 
or wire, indicating territory covered. 


THE WILLIAMS MFG. COMPANY, Portsmouth, Ohio 


National advertising and 


Sirories incl WANTED—Openings all terri- 
erste enetes Canada to sell as side line 

TED WOVEN SANDALS. Big 
aw possible, strictly commission basis. 
Give present connections, experience, terri- 
tories traveled. Address B-160, care Boot and 
ue Recorder, 239 W. 39th St., New York, 





WANTED SALESMAN to carry as side line 

complete line childrens and misses shoes 
for the States of Kansas and coer, also 
Illinois. Straight commission. ELMHOLZ 
ret & xCOMPANY, MILWAUKEE. WIS- 





Hosiery Salesmen 
Wanted 


Manufacturers of a well known, 
branded line of silk hosiery want 
men with following among shoe 
stores in medium and small cities 
and towns. Hosiery may be carried 
as sideline. 


Men living in territories and pos- 
sessing automobiles preferred. Com- 
mission basis. Reply by letter, 
stating experience, territory desired, 
and references. 


Box B-162 
Boot and Shoe Recorder 





239 W. 39th St., New York City 








HOE sa wanted to carry as a side line 
a complete line’ of spats and 


buckles, metal steel A 
b~. care Boot and Shoe | a. ro 239 W. 
h St., New York City, N 





Shoe Ornament Salesman 


Excellent oO rtunity for shoe 
ornament salesman to handle our 
line in Brooklyn. Must have good 
following in the trade. 15% com- 
mission. Address B-156, care Boot 
and Shoe Re ler, 239 W. 39th 
St., New York, N. Y. 











RUBBER SOLE AND HEEL SALESMAN 
—Nationally known manufacturer has an 
immediate and permanent opening. Those with 
constructive sales records, substantial earnings 
and few connections will be given preference. 
Territory in Middle West, covering approxi- 
mately one state. Salary, expenses, car and 
bonus. Furnish complete facts confidentially. 
Give telephone number. Address B-155, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





SHOE salesmen to carry manufacturer’s line 
of popular priced ladies’ boudoir slippers as 
Address B- 154, 


side line. Commission basis. 


* care Boot and Shoe i. Reeeeer, 239 W. 39th St., 


New York City, N. 





ANTED—Salesman for Eastern Pennsyl- 
vania and Coal Regions to ca four num- 
bers of children’s shoes and oxfords catfied in 
stock. Good values. Apply with references. 
Rohrer & Company, O: burg, Pennsylvania. 





I nag me salesmen to carry strong sell- 
line of shoe ornaments as side line, with 
oe following in women’s novelty shoes. Lib- 
commission, excellent opportunity for right 
forty. Territories goon: New England, South, 
iddle West. Send references and exact terri- 
tery covered in first letter. B-128, 
Boot and Shoe pocerder, 239 W. 39th 
St. New York City, N. Y. 








susmys for Maine and New Hampshire, 
a4 line of children’s and women’s welts, 


mare and Stock " 
os ssion basis. Address B-140, care Boot 
.and Shoe Recorder, 239 W. 39th St., New 
York City, N. Y. 


SALESMEN WANTED — Weaken 
Pennsy: 





ngton, “Mary. 


ress B-149, care and Shoe 
Recorder, 239 W. 39th St., New York City, 


lar or 


WANTED—Salesmen to carry as r 
grade 


side line, a complete — of hig 
shoe Dyes and Dewinge liber: al” commis- 
CHEMICAL CO 





sion basis. Write S 

3037 Wentworth Ave., Chicago, III. 

SALESMAN to carry four samples. Ballets 
and turn boudoirs (leather soles). Repeat 


mail orders make it exceptionally profitable 
line. Haverhill Ballet Co., Haverhill, Mass. 


SALESMAN WANTED—For the State of 

Mich igan, volume pr with 
trade, maintaining heatqune- 
ters in city of Detroit, to carry our well 
known, extensively advertised line of Hapytoz 
Turn and Stitchdown shoes exclusively, or as 
a side line. Highest commission paid. Com- 
plete IN-STOCK Devectment maintained. Ref- 
erences required. C. Goodger, Inc., 
Rochester, N. Y. 


ALESMEN WANTED—Salesmen with es- 

tablished shoe trade to carry our well 
known, popular priced and extensively adver- 
tised line of Hapytoz Turn and Stitchdown 
shoes exclusively, or as a side line. Highest 
i aes 2 IN-STOCK De- 
partment mairitained. Give refer for 
bre pont a Mnlesmen 4 ve Py ey 
a e exact terri covered. W.C. Goodger, 
Inc., Rochester, N. Y. 














WANTED—Retail shoe salesman for July 
and August with possibility of permanent 

— if satisfactory. Write The Broadhurst- 
oung Shoe Company, Denver, Colorado. 





POSITION WANTED 








Expert Shoe Designer 


This man is aesonaely capable 
and experienced in phases of 
shoe styling, designing and model 
cutting. He has developed an im- 
proves method of drafting which 
nsures better fitting patterns. 
He desires a connection with a 
firm large enough and progressive 
enough to give ample opportunity 
to his ability. 

If you are “iotetested in such a 
man please address— 


B-157, care Boot & Shoe Re- 
corder, 239 W. 39th St., New 
York, N. Y. 











OSITION WANTED: Aggressive fully ex- 

perienced shoe buyer and manager wants to 
make a change. Address B-158, care of Boot 
and Shoe Racebéer, 239 W. 39th St., New 
York City, N. Y. 





SEEKING change as buyer and manager of 
shoe department. Have had twelve years 
of extensive retail experience as manager and 

yer. Best reference. Address Box 437, 
Shreveport, 





ede shoe store group needs a 
general manager, versed in 
buying, leasing and management. 
Such a man, with the highest char- 
acter references, available at once. 


Address B-148, Boot and Shoe Recorder, 
239° W. 39th St., New York, N. Y. 











Postrzon WANTED: Shoe buyer desires 
represent some aggressive manufacturer 
or jobber. 
Address B-161, 
239 W. 39th St., 


Reasonable proposition wanted. 
care Boot and Shoe Recorder, 
New York City, 


— ee et eee 


— Dp 
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FOR SALE 


MERCHANTS’ NEEDS 


. MERCHANTS’ NEEDS 





OR SALE—Physical culture shoe shop in- 
cluding stock, fixtures and _lease—cheap. 
N. A. Keeler, 139 E. State St., Trenton, N. 








FoR SALE—An unusual opportunity, shoe 
store in Iowa city of 20,000. Absolutely mod- 
ern store, best location in town. Good lease. 
Doing good business on clean stock. 

petition. Reason for selling on_ request. - 
dress B-159, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y 





LINE WANTED 








Do You Want an Experi- 
enced English and Con- 
tinental Representative? 


Well-known English shoe stylist 
and sales representative who has 
had broad experience in Great 
Britain, the Continent, and the 
U. S. A. is desirous of securing 
representation of an American 
line of shoes or shoe accessories 
for foreign territory. Has estab- 
lished headquarters in London 
and is intimately acquainted with 
leading manufacturers, wholesal- 
ers, and retail buyers. Has a 
splendid record of success and can 
furnish the best of recommenda- 
tions to interested party. 

many friends in the American 
trade who can vouch for his in- 
tegrity and ability. For further 


particulars address: 
EXPORT B-153 
Boot and Shoe Recorder 

















Shoe and Hosiery Cabinets 


June iIst—Made of wood, to be retailed 
by the retail shoe dealer. 


In plain and modernistic decorations— 
in 8 lacquer finishes. 
A good side line for the retail shoe 
dealer. 
Ask for Portfolio No. 11-X 


Tue Oscar ONKEN Co. 
611 W. 4th St., Cincinnati, Ohio 








239 W. 39th St., New York, N. Y. 











WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus -stock, com- 
municate with us. Prompt at- 
tention given. : 
KIRSCH-BLACHER CO., INC. 
New York 


624 Broadway 
Phone Spring 1448 











TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








+ HIGHEST CASH PRICES 
PAID 

fer shee stocks, slow sellers, ete. Short term 

leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
64 Lispenard St., New York City 
Canal 8014 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. ss leases taken over. 
hone or write. 
POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 














| 


- Milbradt 
va Rolling Step Ladders 


Enable you to reach your 

oe shelves convenient- 

“thy. 

They last a lifetime 
and 


—jAre made in any styie, 
-—shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
— ladder for your use. 
Milbradt 
Mar ufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 











: “WINDOW 
[DISPLAY FIXTURES | 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 








To provide 
age facilities for Mf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety — to insure 
quick service for wholesale 
or retail trade—install one 
YERS NOISE- 
CUSHION TIRE 
STORE LADDERS. 

Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 

construction throughou 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements, 

Circular on request. 


mt REMVYERS & BRO.cot 
ASHLAND, OHIO. 
§PumMPS-WATER SYSTEMS-NAY TOOLS- DOOR nancenal 























EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


= 
FRANK C. MEYER CoO.« 
eclieconcy Posy) 
23-271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 





Ayres’ Department Moved 


INDIANAPOLIS, IND. (UTPS) — The 
ladies’ and juniors’ shoe departments 
of the L. S. Ayres & Company, have 
been moved from the second floor to the 
fourth floor of the building. There is 
a new arrangement in the new location, 
the stock is entirely out of view of the 
patrons. All merchandise is stored 
and arranged in order to avoid as much 
unnecessary pedestrianism as possible 
on part of the clerks. The new depart- 
ment has a seating capacity of one 
hundred persons at one time, and the 
shelving capacity will accommodate 14,- 
000 pairs of footwear. Accessories are 
arranged in a very attractive nook in 
one end of the department, and the 
wrapping is done out of sight of 
patrons. C. B. Davis is in charge of 
the department. Footwear of popular 
price, as well as the higher priced mer- 
chandise is being featured. 
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BUY as you SELL 


And Avoid Frozen Capital in End-Sizes 
The Recorder Stock Record System Helps You Do Just That! 


RECORDE! s 
_ 
MOnTny mivanns —— 
DalLy RECORD. 
42a lela fi 
2 is) 


RECORDER STOCK RECORD SYSTEM 


a aie 
——- a © 
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rn 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 
keeping you ac- 
curately in- 
formed from day 
to day. 
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100 sheets and 11%” x 18%” loose leaf binder—also 
200 daily inventory sheets or 100 inventory sheets and 
6560 Buying order sheets. 


Shoe Carton Tickets 
50c. per 100; $1.50 for 500; $2.50 for 1000. 





Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


Q.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 


Above, not including 
CARTON TICKETS, $5.50 


West of Denver, $6.00 
Canada and Foreign, $6.50 








Clips supplied when quantity ordered is 500 or more. 
Postage prepaid heck with order please. 





Postage Prepaid—Check with order, please 
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The BACKBONE 
of the Shoe » = 


a ST as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank 
is slotted and fitted around a split 


rivet so that it will slide back and 

forth as the weight of the body ver 

is applied and removed from the - ELONGATED SOT 
ene an 


foot, yielding just enough, under 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


GAC 
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HE economics of clearance—a se- 

ries of articles by R. L. Prather, 
giving to the store a new mental atti- 
tude toward bargains, job lots, etc. Is 
the public clearance-minded? This 
series will tell how it is possible to get 
together and agree on non-clearance, 
providing the merchants in a commu- 
nity will sign, seal and deliver a bond 
that each and all will stand together in 
a war against bad business methods. 
This series makes whoopee with old 
ideas. 

<< 


E picture in this issue new prof- 

its in footwear because of new 
payroll purses. We hope to prove that 
the public has time and money for the 
enjoyment of leisure, and will try to 
prove that its first and best expression 
is in footwear. Can we stimulate more 
people to want more things? A new 
American buying trait, luxuries bought 
with abandon—necessities with caution. 
There are more articles of footwear 
which are salable than ever before. No 
woman ever owned enough pairs of 
shoes, while, on the other hand, man 
buys shoes only when necessary. 

It is for the shoe store, be it inde- 
pendent, dependent or chain, to give the 
public the things it wants. One want 
satisfied makes way for another want, 
and we are seeing in footwear a con- 
stantly larger number of people wanting 
more things. 
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INVISIBLE MIDDLESOLE 


. . . solves perfectly the cavity filler problem in rub-« 
ber soled sports shoes iaisielhe 


W. L. Douglas Shoe Co. 


These outstanding advantages - proved facts — must sealed with 
INVISIBLE © 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the whole 


shoe bottom firmly into one unit, eliminating curled 
edges, crawling, bunching up, air pockets and 

ueaks . . . Provides a firm even tread .. . Insulates against cold or heat 
. .. Adds flexibility and resiliency . . . Is damp-proof . . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING 3 - $02 BOSTON, MASSACHUSETTS 


= 
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Summer’s just around the corner — and 


GORDON SKIN-TONE STOCKINGS 


BROWN DURRELL COMPANY =. 


are even more important 


Women are buying all sorts of new sleeveless dresses and sports 


costumes. They know it’s the fashion to match stockings to the tone 


of their arms and faces . . . whether they’re sun-tanned or untanned. 


They know, too, that Gordon Skin-Tone Stockings are so complete 


in range of shades, that each and every complexion ensemble can 


be perfectly complemented. 


FOR THE FAIR-SKINNED WOMAN: “Champagne,” 
to match her natural coloring; “Noon,” to lend it 
warmth of tone; “Fair Tan,” to match her sun-tan; 
and “Circe” for evening. 

FOR THE WOMAN OF MEDIUM COMPLEXION: In 
the came order of use —“ Rachelle,” “Soudan,” 
“Blush Tan” and “Cymbeline.” 

FOR THE BRUNETTE: In the same order of use — 


“Ormond,” “Coronado,” “Pandora,” and “Casino.” 


FOUR VERY NEW deep sun-tan tones are “Alamo 
Tan” and “Sonora” with a golden cast; “Poca- 
hontas,” a coppery tone; and “Ramona” for the 


sun-tan of brilliant complexions. 


NEW YORK 


(Sordon 


V LINE 


(Sordon 


INGRAIN 


(Sordon 


NARROW HEEL 


(Sordon 


FRENCH CLOCKS 


* BOSTON 


©e ».co 


‘79 
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‘a Hosiery : Style 905— Misses’ and smal] 


women’s fine gauge all pure 








$tyle23X—Rapidly becoming 
America’s leading dollar 
hose. Extremely fine gauge 
all silk service weight. 
Graceful pointed heel, silk 
plaited sole, 4-t!..... lisle 
heel and toe. 25 popular sum- 
mer colors. 9,00 a dozen. 


Style 24X—Pure thread silk 
service hose. Smart new 
French heel, 3-inch lisle top. 
silk plaited sole, 4-chread 
heel-and toe. A decidedly 
profitable number, gaining in 









thread silk service hose. Blue 
picot top, pointed heel, silk 
plaited sole, 4-thread lisle 
heel and roe.82t0 9% only. A 
volume seller. 15 seasonable 
colors. $7.75 a dozen. 





Style 21X—All silk fine gauge 
chiffon, sheer as mist. Rich 
purple picot top, slenderiz 
ing pointed heel, silk plaited 
sole, 4-thread lisle heel and 
toe. 25 colors for summer, 
Selling in quantity. $7.75 
a dozen, 







volume daily. 25 correct, dis- 
tinctive colors. $8.00a dozen. 







5 pointed reasons account 
for the popular supremacy of these 
star dollar hose. Everwear durability — the 
slenderizing beauty of fine materials and expert crafts- 
manship—styles that are in step with the summer mode — qual- 
ity astonishing at these low prices—complete satisfaction! These are the 
facts that explain why Everwear builds and maintains business for the hosiery 
department that features the 4 dollar winners. Orders filled the same day received! 


FERS OE with the latest 


THE EVERWEAR HOSIERY COMPANY 
MILWAUKEE, WISCONSIN 
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These IRON CLAD styles come put up one-half dozen 
of one size in a box. Sizes 9 to 12. 


IMMEDIATE DELIVERY 


Order an assortment of each style TODAY! 


COOPER WELLS & COMPANY 


250 Broad Street St. Joseph, Mich. 


Manufacturers of Full Fashioned and Seamless Hosiery at St. Joseph, Michigan, and Decatur, Alabama 


Manufacturers of Quality Hosiery for Fifty Years 
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But Women KNOW 


that 


Gold Stripe Chiffons 
are NOT 


Extravagant ! 


—They know that however dia- 
phanous they are, however sheer 
and fragile their appearance, their 
feminine loveliness is backed by 
the tenacious strength of purest 
silk, by the quality for which 
Gotham Gold Stripe silk stockings 
have long been famous. 


Moreover, women everywhere 
know that no matter how sheer 
the stocking, “no run that starts 
above can pass the Gold Stripe.”’ 


“A Stock Well-kept is 
Half Sold” 


—is the secret of the success of thousands 

of Gold Stripe retailers who function 

under the famous GOTHAM AUTO- 
MATIC REORDER SYSTEM 
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In this Issue you will read 


ALL TANNED UP? 

UGLINESS TO COMBAT BARE LEGS 

IT’S ALL IN THE BOOK ° 

HE KNOWS WHERE HE STANDS 
MIDSUMMER FOIBLES AND FANCIES 
FALLING FOR THE NEW FALL BAGS 

I NEVER KICK AT HOSIERY BILLS 

FILM BEAUTIES DO PREFER STOCKINGS 
MODERN DAYS—MODERN WAYS 

LOOK TO YOUR BACKGROUNDS 

MEN LIKE SOMETHING DIFFERENT 
REGULAR BUSINESS AT REGULAR PRICES 
THE COLOR TREND ° ; 
MOVE TOWARD MORE PRECISE "STANDARDS 
NEWS O’ THE MARKET 


AND ACCESSORIES 
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MOCK, JUDSON, VOEHRINGER CO., Ine. 
Maker of 
EXPANDS TO MEET DEMAND 
that tl 
e ° so stré 
In order to keep up with the constantly growing demand for age 
Mojud Hosiery we have purchased a new mill in Philadelphia, felt ir 
adjacent to our present plant there. This expansion gives us wo ; 
ferent 
woma! 
ADDITIONAL PRODUCTION of ing. 

’ metall: 
15.000 DOZEN PAIRS MONTHLY bre 
reseml 
The announcement of this growth comes right on the heels of our this to 
recent acquisition of a new finishing and shipping plant at Long Island oe 
City, with 20,000 square feet of additional space, scientifically ate i 
equipped for speed, cutting one whole day off delivery time. the yel 
order. 
Now you can obtain your full quota of — 
Mojud Hosiery, and obtain it quickly metalli 
fore is 

Those interested in lowering inventories, speeding turnover, and 

increasing profits will find the Mojud exclusive franchise well worth 
investigating. (Ask us about it... . and about the strong advertising TH 
cooperation that goes with it. pr 
hose tc 
in the 
the sun 
Mock, JUDSON, VOEHRINGER CO., Ine: :: 
tinted I 

. Ad id | i 

Pierce and Eighth Avenues + Long Island City, N. Y. ita 
brunett 
SALES OFFICE: 212 FIFTH AVENUE, NEW YORK tan dif 
literatu 
Factories at Greensboro, N. C. ° Philadelphia, Pa. . Long Island City, N. Y. Ditees 
ters alc 
Hosiq 
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HERE is a faint suspicion 
floating around the hosiery 
trade that the business 

may have been all tanned up— 
that the craze for sun tanned colors may have turned 
so strong that, like the rays of the dear old sun itself, 
too much leads to blistering. In other words, it is 
felt in some quarters—so far it is only a feeling— 
that the sun-tan color vogue has been overdone and 
that the time is ripe for a move toward something dif- 
ferent to appease the appetite of the smartly dressed 
woman, who will not wear what everyone else is wear- 





ing. The suggested item to replace sun-tans is the - 


metallic tone. Here and there in high grade, excl:- 
sive shops there has been registered a demand for 
metallic cast hosiery, somewhat 
resembling the dust shade. There is 
this to be said in favor of the me- 
tallics—they do harmonize much 
better with the blue, green and red 
tints in shoes and apparel than do 
the yellowish beiges of the sun-tan 
order. Developments over the next 
month or two will tell the story. 
Looking toward fall, the chance for 
metallic cast hosiery to jump to the 
fore is extremely good. 


Complexions 


HE answer to the problem of 

properly fitting sun- tanned 
hose to the individual customer lies 
in the complexion. In general, as 
the summer progresses there should 
he a demand for the more deeply 
tinted hose to match the darker com- 
plexions. Then comes the problem 
of harmonizing stockings to blondes, 
brunettes and in-betweens, who all 
tan differently. Some of the sales 
literature that has been put out by 
various manufacturers and distribu- 
ters along this line is helpful—and 


eliminating 


Hosrtery AND ACCESSORIES 


ALL TANNED UB? 
News and Uiews on Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hosiery 





Another variation of the sports 
ensemble of stocking and sock. 
This is a full fashioned, all-silk 
stocking with an actual colored 
striped cuff knitted on, giving the 
effect of a stocking and sock, but 


Courtesy Fedden Bros. Co. 


> 


a lot of it has been so surrounded 
with technical language that the 
average merchant or salesperson 
gives up trying to fathom its 
meaning. Reduced to simple terms the yellowish tints 
should be confined to blondes, the more ruddy casts to 
brunettes, and the neutral tones to the mediums. 





Prices 


HAT with more than the usual number of rainy 

days this spring, the hosiery business has not been 
up to the mark. No use camouflaging the situation. 
There has been overproduction at the mills and prices 
here and there have been shaved considerably. While 
there have been no wide open breaks 
large lots of stockings have been 
offered to big buyers at concessions. 
In ingrains, especially, the price cut- 
ting has been rather marked, which 
leads to some speculation concern- 
ing the future of ingrains. The 
fact that more and more mills have 
gone into ingrain production has 
complicated the situation. In order 
to gain a footing, some mills have 
offered attractive prices, which the 
older established mills have been 
forced to meet, on certain numbers. 
Whether the new mills will find their 
prices are unprofitable once they get 
into big production is a question 
that time alone can answer. The 
old timers smile when they say, 
“Just wait until these new fellows 
begin to check up on their per- 
centage of seconds.” The smile 
arises from the fact that as Fall pro- 
duction gets under way and darker 
colors prevail the percentage of ho- 
siery which will have to be classed 
as seconds because of rings, etc, 
which show up more plainly on dark 
colors increases alarmingly. 


double foot. 








Lengths 


UST when the hosiery manufacturers through their 

association had decided on standard lengths for wo- 
men’s hose, a renewed demand for extra length stock- 
ings springs up. Instead of 30 or 31 inches being con- 
sidered an extra length stocking now, retailers, and, 
of course, their customers, are demanding 32, 33 and 34 
inch stockings—some even longer. The fly in the 
ointment is the fact that they want these extra length 
stockings at the same price as ordinary length hose. A 
few retailers who make a specialty of extra length ho- 
siery get an extra price for it, which is reasonable in 
view of the extra amount of silk it contains. 


Bare Legs 


EAR of a bare-leg vogue this summer is abating 

somewhat, but it still remains as a major problem 
which the trade is facing. The question is not whether 
bare legs will be in evidence this summer, but to what 
extent, and how much will it affect hosiery? Elsewhere 
in this issue we give suggestions to retailers who wish 
to combat the bare-leg fad, also two striking articles 
from Hollywood, where the fad originated in this 
country. These articles can be used to advantage in 
window or show case displays. They show that the 
big stars of the film do not indorse bare legs, and also 
give the impression that those who know real beauty 
are committed definitely to silk clad limbs. If the idea 
can be put over to the consumer that bare legs are 
unsightly, the fad will not spread far. The irre- 
sponsible flapper, of course, is not open to argument 
on the question. The only thing the retailer can do 
with her is sell her sport sox. 


Sox 


HETHER the bare leg vogue goes over or not, 
there is, right now, a fine consumer market for 
short sport sox. From all over the country comes re- 
ports that these short ankle sox are being bought in 
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BESIDES HOSIERY— 


large quantities by women, at from 50 cents to $1.50 a 
pair, and are being worn. Among younger women and 
girls the fad of wearing these sox, at the present time 
over stockings, is sweeping the country. Among 
children the ankle sox promises almost to displace the 
longer variety during the summer. 

To accompany the sox the so-called bare-leg stock- 
ings, seamless and made of sheer silk, have made con- 
siderable headway, but at the producing end there is 
considerable difficulty, due to the cheapening of this 
class of merchandise. Offered in the market as low as 
$6.50 a dozen, the bare-leg stockings have been frowned 
on by better dealers. In addition to this there is the 
natural resistance of dealers against handling seamless 
hose, despite the improvements that have been made 
in them. Reports indicate that many of these hose do 
not retain their shape after washing. This is more 
particularly true of those at low prices, of course, but 
among women this fact has gained considerable circu- 
iation, and it is certain that some difficulty will be found 
in putting this type of stocking over with the con- 
sumer. 


Men’s Hose 


HE situation in men’s hosiery shows little change. 

Conservative patterns in soft colorings, principally 
gray, brown and blue are moving briskly and promise 
to keep in the lead throughout the rest of the summer, 
at least. In the higher grades the fine lisles have first 
call, while in the more moderate and lower priced field, 
rayon, mixed with either cotton or silk, is in chief 
demand. Clocks, of course, continue in outstanding 
favor with fine horizontal stripes with clocks or with- 
out, coming along as a new style note. 

Solid colors are strong in men’s golf hose and, due 
to the continuation of the vogue of matching sweaters 
and hose, probably will continue as leading sellers. In 
fancy patterns the small all-over figures continue to 
lead. Argyle plaids, which were in good demand, are 
losing some of their popularity, except in the extremely 
high priced imported numbers. 





OSIERY, was the first outside item added to the 
stock of! the shoe store. Then came such items 
as costume jewelry, hand bags, handkerchiefs, cig- 
arette cases, lighters and other trinkets. A few stores 
are adding shoe trunks, which, if the store is high 
grade, can be handled with profit. These shoe trunks 
also have an advertising value, as exemplified in the 
accompanying photograph which shows Sally Blaine, 
movie actress, seated in front of one of these trunks 
in French Booterie, Hollywood. This picture, taken 
in the store, was afterward used in advertising and 
also placed in the store window. 
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UGELINESS TO COMBAT BARE LEGS 


By R. L. Prather 


> 


beating at the hands of this 

bare-legged craze, how will 
they take it—standing up or su- 
pinely? Precedent would indicate 
that two more years of the bare- 
legged nonsense are a certainty. 
Fads usually hit the big towns 
first, then they trickle down the 
country lanes and village streets. 
The small town merchant may ex- 
pect the worst of the wave to hit him, full force, this 
fall and in the summer of next year. It is a fact that 
when girls of the rural districts go in for a fad they 
can give their city sisters cards and spades. Right now 
is a good time to organize your resistance—if you pro- 
pose to make any. 

What should be the first line of defense? 

Women who follow fads are difficult to handle. They 
usually are of a type that loves publicity, notoriety, sen- 
sationalism. They think it quite wonderful to be 
noticed publicly. They like to think they are shocking 
people. 

There is no profit in appealing to their sense of pro- 
priety or fitness of things. The health theme does not 
impress them much. They appear to revel in dangerous 
situations. What, then, shall the hosiery people do to 
counteract the bare-leg idiocy? Ridicule might help a 
little. Few women care to be made foolish. You may 
laugh some of them out of it. But there is a stronger 
weapon than ridicule. It is the “Beauty Appeal,” used 
so successfully by the cosmetic and soap people. Note 
the amazing growth of “Beauty Shoppes” and the mil- 
lions of dollars being banked by manufacturers of things 
that purport to beautify the femmes. Note that all 
their advertising emphasizes “Beauty.” 


ik hosiery people are to take a 


able remedy. 


HY not reverse the thing and make “Ugliness” the 
theme to combat bare legs? Advertising copy might 
convey the thought that bare legs mean _ ugliness. 
“Scare Copy” as used by certain advertisers would prove 


to be effective. ‘“Halitosis” sold millions of bottles of a 
mouth wash. After that had reached the saturation 
point the advertiser cleverly switched to the still more 
effective “scare” of bodily odors. Dandruff was next 
introduced into the campaign. None of this was ad- 
dressed to health seekers, nor was there any style ele- 
ment in it. It was all “scare” pure and simple. 

Tell the fad-crazed woman that a thing makes her 
hideous, repulsive, ugly, undesirable, and you have im- 
pressed her. Tell her that bare legs are really without 
“sex appeal” and you clinch the matter. The battle of 
ACCESSORIES 


HOSIERY AND 


This is the first of two articles on 
the bare-legs fad and methods of com- 
batting it, by Mr. Prather, an out- 
standing writer in the shoe trade. He 
brings a new viewpoint to the bare-leg 
menace and suggests a real and work- 
In his next article he 
gives some practical suggestions to 
help the merchant in his battle 
Tue Epitor 


+ 


the gentle (7) sex against age and 
ugliness has been waged since the 
days of Mother Eve. In plain 
words, the main interest of the 
feminine mind is the attracting of 
the male by her charms. If she 
becomes convinced that a certain 
habit, mannerism, costume, bodily 
blemish, etc., is detracting from 
her charm she will drop it like a 
hot potato. 

Therefore, try to convince her that the bare-legged 
fad is taking from, rather than adding to her charm for 
men, and you have the battle won. Tell her that men are 
becoming disgusted with knobby knees, pimpled skin, 
hairy legs. Prove it by quoting—anonymously—the 
words of men. If newspapers could be enlisted in the 
campaign it would make the battle easy. Writers on 
beauty topics in magazines, radio lecturers, skin special- 
ists, or dermatologists, would add great weight to the 
contest if properly interested. 


O not tell the women that bare legs are bad for their 

health. They will laugh that off. They are not 
interested in their health. But tell them that bare legs 
are bad for their sex appeal—and the deed is done. 

Hosiery advertisers could get a lot of reading matter 
in magazines and newspapers if proper representations 
were made to the publishers. Pages of editorial matter 
could be obtained. This should be done with exceeding 
great care, however. Editors of newspapers are pecu- 
liar about so-called “news items” or “press notices.” 
One badly written, sensational, wrong-idead article 
might nullify the whole plan of propaganda. The news 
matter should be prepared by an expert publicity man 
or woman, and very carefully edited. Greatest care 
should be used to avoid any reference to the “hosiery 
industry.” Anything suggesting ulterior motives would 
be dangerous. Indeed, it would be better to omit any 
mention of hosiery except in the most casual manner. 

Tell the women that bare legs are hurtful to their 
beauty, charm, appeal, etc., and the wearing of hosiery 
will suggest itself forcibly. Do not say: “Cover your 
legs with So-and-So Hosiery to preserve your feminine 
charm.” That would be too bald a statement and would 
defeat its own purpose. If you get the thought to her 
that bare legs are ugly and entirely without sex appeal 
you don’t need to mention hosiery at all. 

In a future issue we shall endeavor to give you some 
ideas that might be used in the newspapers of your 
town. Failing to get them printed in the news columns, 
use them in regular paid space. 
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—ar°S ALL IN TRE BOOK 


Miss Grout, an Inveterate Seeker 
cAfter Hosiery Knowledge, (ol- 
lects -All Her Facts in a Loose 
Leaf Uolume and Then Makes 
Extraordinarily Good Use of Them 


> 


HERE is a loose leaf book laying on the private 

I desk of Miss Bessie M. Grout. 

An ordinary looking black book, from the out: 
side, but what a world of knowledge is contained in it! 
Many hours are spent, night after night, gathering tl« 
information therein; collecting an idea here, checking 
it against another there; plus what the shoe buyers tell. 
plus what the style shows give, and what inherent good 
style judgment reveals. 

All the facts are sifted from the fancies and fads and 
are carefully catalogued in this book. What a hand. 
book of accurate buying knowledge, so painstakingly col- 
lected! The steady growth of the hosiery business at 
Gude's, Los Angeles, is proof of the efficiency of Miss 
Grout’s systematic work. 

“But then,” said Miss Grout, with a whimsical smile, 
“what is correct style knowledge today is ancient his- 
tory tomorrow. Continued correct style information is 
an absolute necessity in bringing customers to a store 
and in satisfying those already in there. It is only 
through constant study and continued application that a 
buyer is able to successfully anticipate her customer’s 
wants. 

“Times have changed considerably. A few years ago, 
merchandising was simply selling a commodity. Today 
we must sell service, style and the store with our com- 
modity. Helpfulness and service are great factors in 
ousiness now, ranking even with style knowledge, with 
dependable merchandise, third to my way of thinking. 

“The reason for the existence of this style record book 
is that we may have all the available knowledge rela- 
tive to the store’s hosiery department, in as a condensed 
and concrete form as it is humanly possible to have. 
Here is listed a cutting of every leather bought, together 
with the number of pairs and the proposed retail price. 
This latter information is intensely vital, as it is a 
definite guide in both quantity and quality. 

“All the information gained from every available 
source is concisely tabulated under the proper heading. 
These sources include hints and advice from traveling 
men, as well as those which come from reading and 


?° > 


This book is a fine aid in helping one to 
With me, I would much 


obser vation. 
analyze their proposition. 
rather analyze than outline.” 

All the hosiery girls in the store simply devour this 
book of Miss Grout’s, which she is more than willing t: 
lend to them. In fact, there is not a girl in any one oi 
the four hosiery departments but who is continuall) 
mastering its contents. 

Now the hosiery departments of Gude’s, not only sel! 
stockings but also does a considerable volume of busi- 
ness in handbags and costume jewelry. In parenthesis. 
it might be stated that the total volume of business for 
which this little lady is directly responsible, runs into 
important money. 


ND may we quote again: “We have done marvel- 

ously with bags and costume jewelry. When we 
first went into bags we did not know a thing about them, 
but by applying ordinary good buying methods, such 
as studying the dress fabrics, the high lights of all 
colors, we selected bags that actually matched our shoes. 
Women who would be potential bag customers would be 
those who would know the style importance of shoes and 
bags matching. Each of our three hose departments in 
the Broadway store carries bags in keeping with the 
shoes sold at prices running from $7.50 to $18.50, while 
the. Seventh Street store carries them as high as $65. 

“The same tactics were used in buying costume 
jewelry. Every bag and piece of jewelry selected was 
studied with its relation to the prevailing mode and care- 
fully weighed. Now we have four very important 
accessories to offer our customers, shoes hose, jewelry 
and bags. Through these four items that are so closel\ 
related from a style viewpoint, we are able to serve our 
customers wonderfully well. 

“The right hose, the right bag and the right jewelry 
shown simultaneously, goes a long way in inwardly con- 
vincing a customer that we are selling her the right 
shoe. When she sees these four all in perfect harmony 
with the costume she is planning, there isn’t very muc)i 
of this alleged sales-resistance making itself manifest. 
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We aim to build the ensem- 
ble with as many accessories 
as possible. Each customer 
must be studied. Our girls 
are taught to study the neck 
lines in selling jewelry as 
closely as they do skin tones 
in selling hosiery. Many 
sales are spoiled in the be- 
ginning through not first 
showing what should be 
worn, instead of what (is) 
was asked for.” 

In spite of all the multiple 
duties of buying and over- 
seeing her several depart- 
ments, Miss Grout manages 
to do some selling behind the 
counter. This is more to 
keep in touch with her trade 
than anything else. She 
finds this season’s selling is 
very hard on account of the 
complexion shades. With 
this reason in mind, a new 
selling method has been de- 
veloped for the girls. “We 
all know that too many question ruin a sale,” she said. 


“The size of the shoe tells the hose size story, so our 
girls are instructed to ask just, ‘Will you keep the 





IMPORTANCE 


This is how Gude’s exploit their accessories in a 

rotogrovure ad. The shoe is the important ele- 

ment, but the bag, hose and jewelry are brought 
into the picture 





OF THE FALL 


hosiery tone light or dark?’ 
Then with one pair of hose in 
the hand and a few over the 
shoulder, a girl is ready for 
any customer.” 

The reason for the extra 
pairs over the shoulder is 
“an anchor to the windward,” 
as a sailorman might say. 
These extra hose comprise 
two pairs of lighter and 
darker shades in a lower 
price than is being shown 
and two pairs in a lighter 
and darker shade in a higher 
price number. So no matter 
what the customer may indi- 
cate, the girl has her stock 
right there. 

Oh yes, in selling jewelry 
and bags is a good 
Before starting to get 
the hose, lay the right bag 


here 
point. 


and piece of jewelry near the 
shoes that are to be matched, 
paying attention 
that they are right. Don’t 
say a word about the bag or jewelry. The customer will 
take that all in, so by the time the hose is decided upon 
the selling of the other two accessories is simplified. 


particular 





FRSEMBLE 


By MADAME HAMILTON JEFFRIES 


HE importance of matching accessory ensembles 
will by Fall be a most important item in correct 
dressing. . 

The tailored sports tweeds and town covert suits, also 
the luxurious high-piled woolens, are so decided in their 
character and tailoring that the bag and shoe relation- 
ship is to be very keenly felt. This importance of acces- 
sories will reflect both on the quality and the color of 
the new hosiery lines. 

The furriers anticipate a gray season or gray under- 
tone with bronze or beige overtone. Blue fox, lamb, 
krimmer and caracul step into the volume style picture ; 
red fox will be used as a complement of black. With 
Paris heralding an abundance of furs to be used on 
town and daytime suits and coatings, it appears that 
hosiery stylists must concentrate on clear tones with 
character and, in the case of gray, a warm undertone. 


HOSIERY AND ACCESSORIES 


Black being anticipated as coming through with a 
marked degree will naturally complement the various 
sheer bronze or metal stockings to be worn with the 
smart oxford. Spinach and olive green, combined with 
gray and bronze furs, will require a stocking of very 
subtle color handling. It might be suggested that if a 
certain tone of bronze is introduced as an overtone 
of gray, that a metal cast, not too definite, might be 
accomplished, to be worn with lizard and suede com- 
binations. It is also anticipated that black suede shoes 
with beechwood lizard trim will be high style. 
the stocking of this metal cast can be pictured with the 
black ensemble. 

Apparel will see beige browns to the deepest chocolate ; 


Hence 


red, rust, purple, blue, green and gray, which means 
many shades but few tones of each for the Fall line of 
hosiery. 
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HE KAOWS WHERE HE STANDS 





one of the largest hosiery departments in New 
England, Lewis Peterson, buyer and department 
manager for the hosiery department at The Shepard 
Store, Providence, R. I., has devised a system by which 
he keeps track of his stock in a very definite manner. 
The department constitutes one of the largest depart- 
ments in this large department store, doing a large 
yearly business which necessitates a great deal of buying. 
Mr. Peterson’s main check-up is kept on a “home- 
made” blank, ruled off as shown in the illustration. One 
sheet can hold information for a period of three or four 
months. Separate columns are provided for each week, 
dates of such heading the column. Directly beneath 
these figures is the sales quota for the week. The quota 


(one of the tar with the problem of managing 











cA Simple Home-Made Form Sheet 

Gives Lewis Peterson All the Infor- 

mation He Needs to Run a Big Hosiery 
Department in Providence, R. I. 


* long before that. 





is determined after considering the season, holidays, 
probable weather, business conditions, but mainly upon 
referring to sales during the previous years for the cor- 
responding period. The sales quota is given retail. 
Thus Mr. Peterson has constantly before him the ex- 
pected “goal” for each week. 


OLLOWING he divides his month’s purchases into 

weeks, giving him the average amounts purchased 
for each week. Then by comparing his purchases with 
the week’s sales quota, he can tell whether he has under 
or overbought. And best of all, he has these figures up to 
date. He finds the office is about two weeks behind with 
this information, which is of real necessity to a buyer 
By keeping these figures himself he 
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Here is Mr. Peterson's simple “check-up” record 
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has the information almost immediately and does not have 
to wander blindly waiting for the figures. 

By this sheet he finds he can keep a more even stock 
with much better results all around. It shows him 
whether his stock is too low to realize the amount of 
sales set for the week. On the other hand, it avoids 
keeping too large a stock which would entail more ex- 
pense with a slower turnover. 

On this sheet orders, as placed, are recorded at cost. 
When bills are passed the amount is subtracted from the 
amount on the order. Thus he keeps a check upon orders 
as placed and whether they are coming in all right or 
not. 


NOTHER tabulation which he keeps shows exactly 
how much in dollars and cents is invested in depart- 
ment stock. For this the exact amount already invested 
must be determined and accurately, for incorrect figures 
here will undo much good that the system should accom- 
plish. 

At the end of each day sales are totaled and subtracted 
from this amount, which gives the amount in dollars 
and cents invested in the department up to each day. 
This at once shows Mr. Peterson whether he has suf- 
ficient stock on hand or not. He can tell immediately 
whether he has under or over bought and, accordingly, 
he proceeds in his buying. As most departments operate 
under a certain amount to be invested in department 
stock, this enables Mr. Peterson to keep well within the 
bounds of that limit. Where no such check is kept, 
buyers are inclined to estimate their investments in- 
accurately, oftentimes purchasing when stock is already 
above the maximum figure. 

Between these two forms this buyer knows definitely 
just where he stands without much guesswork about it. 
He finds that without these checks which he himself 
maintains, he could not buy for or manage the depart- 
ment so efficiently. 

The department also has a further check in the form 
of the “No Sale Record,” a store-wide institution. These 
blanks are filled in by each salesgirl, accounting for each 
sale that has been lost. This blank records the article 
asked for, the price, size and color, with the reason why 
the sale was not completed. 


FTER being filled out these blanks are handed to 

the department manager, who checks by code 
whether the items in question are ordered, will be 
ordered, or not wanted. 

Any department gets requests for items which would 
not be called for in sufficient quantity to make it worth 
while when, of course, such items are marked not 
wanted. 

These blanks are really checks to show the store man- 
agement just why certain sales are being lost. It shows 
them oftentimes a trend for new items, new shades or 
such. Items are ordered when a certain number of re- 
quests are received for. This check also shows what 
items of ordinary stock are “out,” if such should happen, 


HosIERY AND ACCESSORIES 





Pal “No Sale — 
You n:ust keep this Record so that 











your Department Manager may know 
what handise is d ded by 
customers. 
Artcle Size 
- | and Mer 
| Price [Color Why Sale Lost * Check 
1 | 
2 | 
3 | 
—|— 
4 | 
5 | 
a. om 
6 | | 
—— 
8 | 
9 | 
| 
oe 
Merchandise Getting Low 
N° 7542 





This form, or a similar one, is of inestim- 
able value in keeping tabs on any shift 
in public demand 


although with a careful daily check these items are 
usually determined before stock is sold. 

After being marked by the department manager, 
these “No Sale Records” are given to the merchandise 
manager. 

When coming to the Shepard Store, Mr. Peterson 
found all the colors of a certain size and style were 
kept together. This made daily stock taking difficult as 
well as slowing up sales. It meant that salesgirls 
had to look through the pile for the shade or color 
wanted. | 

Hosiery is kept in individual tills and Mr. Peterson 
found that by folding the hosiery in thirds instead of 
the usual halves, enough space could be made available 
to keep the colors separately. By folding in thirds there 
is room for one shade in the front part of the till and 
another in the back part. For instance,, a till that for- 
merly held all size nines and a half in the front half. 

By this improved system, daily stocktaking can be 
done at a glance and service to customers is speeded up 
considerably for hosiery can be found much more easily. 

Taken as a whole, they are all practical checks and 
helps which, Mr. Peterson is confident, have gone far 
toward establishing a very efficient hosiery business with 
a very large following among southern Rhode Island 
women. 








eMidsummer “foibles and fancte 


IGHT in trend with cur- 
rent conservatism in 
men’s hosiery is this imported 
number of French lisle with 
colored woven clock, from the 
Krueger - Tobin Company. 
The one sketched is navy blue 
with deep red clocking 


EYED to the new. skin 
tones for 1929 are these 
Gordon shadow. clocks in 
Capucine, Diabolo Red, Tip- 
perary Green, Brown and 
Modern Blue. They are de- 


signed primarily. for wear , 


with sports costumes 
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ROM a deep tone at the 

ankle, this ombre_ stock- 
ing from Van Raalte gradu- 
ates to a delicate tint at the 
top. Known as “Sun-Tan 
Ombres,” they are produced in 
three distinct shades, Sunrise, 

Sunblush and Sunset 










HIS interesting fancy 

vertical striped sock for 
men comes from Italy and is 
made of hard twisted Egyp- 
tian cotton mixed with fine 
Bemberg yarn. Produced in 
several color combinations— 

Mojo-Schey Company 


HIS new double pointed 

heel of self color is ap- 
plied to a 4 thread, 42 gauge, 
all silk, green picot top stock- 
ing by the Arcey Company. It 
is produced in 12 of the new 
Summer hosiery. shades 
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ECIDEDLY summerish 
in appearance is this 
sport sock for women and 
misses of dropt stitch design 
on lisle from Kramer Broth- 
ers. It comes in plain white 
and in tans and pastel shades 
as well 


67 )IVID embroidered clocks 

of red, green, black and 
two shades of blue are applied 
to sheer hose of white or six 
sun-tan shades, making a de- 
cidedly sport costumes acces- 
sory. Produced by Lehigh Silk 

Hosiery Mills 


HosiERY AND ACCESSORIES 
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ow Seen in the Hosiery —ACarket 


N interesting lisle mesh 

stocking with solid dia- 

mond decorations in pastel and 

sun-tan shades is imported by 

Westminster, Ltd. Another 

smart accessory to the specta- 
tor or active sports costume 


HE Belding-Hemingway 

Company's contribution to 

the popular sport sox demand. 

Full fashioned, pure dye silk, 

with light weight reinforced 

foot, in eight popular colors 
and assorted colored cuffs 


HE spot of bright color, 
red, green or blue, is ap- 
plied to the double pointed heel 
on this stocking being offered 
by the G. & A. Wise Cor- 
poration. The stocking itself 
comes in several of the nude 
shades and white 
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FALL 


This bag of beige faille 
silk with wooden frame 


harmonizes with the 
shoes of Beechwood kid, 
trimmed with snake 


shoes will be stronger this fall than it has ever 

been since that young newspaper correspondent in 
Paris, several years ago, had a bag to match her shoes, 
just before she sailed home for America and thereby 
started a new fad. 

The fact that soft, short-napped fabrics promise to 
reach a big vogue in coats will give the matching bag 
and shoe idea a tremendous boost, for it means that 
suede will be largely used for both—and suede is a 
leather that is more adaptable to bag use than almost 
any other material. The new fall colors in footwear also 
lend themselves admirably to repetition in bags. 

On this page we show you some of the newest of fall 
shoes along with bags that have been especially designed, 


4 [ VHE vogue for matching or harmonizing bags and 








Coat, hat, pumps 
and bag are all of 
the same deep wine 
shade. The bag, 
of suede, is relieved 
by an ornamental 
clasp of marcasite 
and jet 


FALLING 


FOR THE 
NEW 





BAGS 


Brown suede and beige 
watersnake fashion both 
the back strap bags and 


the smart two-strap 


walking shoes 


either to match or to harmonize with these shoes. At 
the bottom of the page are two complete ensembles in 
the newest of fall styles and alongside them the match- 
ing bags and shoes enlarged to show the details. 

Added to the list of matching accessories that began 
with the bag and the shoe is the cigarette case. One 
astute New York shoe retailer who went into the bag 
business early in the game is showing several examples 
of the bag, shoe and cigarette case to match, chiefly in 
the exotic reptile leathers. This is carrying high style 
to a rather lofty point and can be handled only by the 
retailer with a high style clientele. In medium grades, 


however, the vogue for matching or harmonizing the 
bag and the shoe is growing at an extremely rapid pace 
in all parts of the country. 






A sports ensem- 
ble of tweed 
with low heeled 
pumps of brown 
suede and calf 
and a bag on 
which the wing 
tip of the shoe 
is repeated as a 
trimming note 
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Think of the Market! 


Just realize that every 
woman who wears silk 
stockings is an eager 
customer for hosiery 


repair service. 


LOS ANGELES, CAL. 
Union Bank Building 
8th & Hill Streets 
Phone: Trinity 6303 


DETROIT, MICH. 
1346 Broadway 
Phone: Cherry 3022 


PHILADELPHIA, PA. 
1211 Chestnut Street 
Phone: Spruce 6423 


ST. LOUIS, MO. 
806 Chestnut Street 





——Knitbac Offices in these cities:— 


> 


Study Possible 
Profits 


Hosiery repair attracts 
many new customers. 
creates good will, and, 
with the new Knitbac 
Machine, pays sub- 


stantial profits. 


SAN FRANCISCO, CAL. 
942 Market Street 


ATLANTA, GA. 
249 Peachtree Street 


CHICAGO, ILL. 
State-Lake Building 
190 North State Street 
Phone: Randolph 4994 


CLEVELAND, OHIO 
241 Euclid Ave. 
Phone: Cherry 4897 


BUFFALA, N. Y. 
533 Main Street 
Phone: Seneca 7719 
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—And Choose 
K nitbaec 


Knitbac is a machine 
method for flawless ho- 
siery repair. Only Knit- 
bac makes possible fine 
quality repairs on all 
runs. Only with Knit- 
bac can you hope to es- 
tablish a profitable, sat- 
isfactory repair depart- 


ment, 


SS 





coTHAM KKNETIBAC service 


COMPANY, INC. 
389 FIFTH AVENUE 


NEW YORK 
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i NEVER KICK AT HOSIERY BILLS 


By JOE RAPF 


Metro-Goldwyn-Mayer Wardrobe Department Buyer 




















r | VHE task of a motion pic- Although the four pairs of limbs below groomed if she appears without 
ture wardrobe buyer is belong to extras in “College Days” they stockings. Especially before 
to try to keep the cost of are clad in the finest of hosiery, Extra the screen, where the lights 

the clothes from soaring to stu- length hose are used by Miss Purcell in catch the shimmer of silk-clad 

pendous heights and those who a dancing “talkie.” Fine hosiery is more limbs and high light them to 
have paid the bills for feminine essential in the movies than anywhere such good advantage for the 
apparel can realize the difficul- else, for silk reflects the light so neces- cameras. 

ties connected with this work. sary to good photographic reproduction. Also our costume designers 

Not only does he have to And movies set the styles fashion all the dresses with 





underlinings that 
fit snugly to the 
figure by means 
of garter attach- 
who wish to ap- ments, which 
pear in ermines : 5 keep the dresses 
and diamonds, but - ee from crawling up 
he also has to curb aa . and showing 
the artistic tenden- wrinkles. These 
cies of the designers garters can only be 
who like to slash into held down when at- 
priceless materials in tached to the stock- 
a reckless manner. ings, which makes it 
The styles of the doubly necessary for 
dresses, which are being our screen players to be 
fashioned in perishable stocking-clad. 
laces and tulles also make We are careful to select 
the prices of the picture the best grade of silk in 
clothes rise to staggering shades that blend with the 
figures as do the delicate costumes, for we find it is 
hand-made beaded _ trim- cheaper in the long run. Also 
mings and embroideries. the colors that blend with the 
Perhaps if the styles were costumes are more pleasing to 
similar to those of the fifteen the eye, although they all pho- 
hundred period, when the tograph in a shade of grey. 
young ladies appeared in Since the advent of the talk- 
dresses with balloon skirts that ing pictures, which have called 
reached the floor, hiding the for musical dance numbers, the 
stockings and showing only a tip hosiery question has been doubly 
of the slippers, it might help us important. In our first singing- 
to economize on the hosiery ex- talking picture, “The Broadway 
pense at least. Melody,” Miss Love and Miss Page 
But as the fashions are empha- used a dozen pair of stockings each 
sizing the feminine figures and while the chorus girls kept us busy 
showing silk-clad limbs, we must see supplying their needs. 
that our stars are properly clad. This was also true of the musical 
This is one expense that I am very comedy revue we have just finished, 
liberal with, for I think a girl can titled the “Hollywood Revue of 1929,” 


never give the appearance of being well- [TURN TO PAGE 129, PLEASE] 





steel himself 
against the plead- 
ings of the charm- 
ing leading ladies 
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FILM BEAUTIES 
DO PREFER 
STOCKINGS 


OLLY- 
WOOD, 
which 

originated the 
stockingless fad, is 
now displaying a 
decided tendency to 
cover up the legs of 
its pulchritudinous 
maidens. 

Slowly, but none 
the less surely, the 
pendulum is swinging 
back to stockings, both 
clocked and _ unclocked; 
and film favorites in great 
numbers are registering a 
return to the sleek beauty of 
silken hose. ! 

A visit to the Warner Brothers 
studio furnishes a typical example 
of the season’s reversion to stock- 
ings, particularly as it applies to 
street wear. Many of the leading 
feminine stars of this progressive 
studio “lot” see little to recommend 
the fad which temporarily banned 
hose, and have come out strongly in 
favor of silken stockings. 

Lois Wilson, who has been seen in many Vitaphone 
productions, is one of those who are thoroughly in accord 
with the new movement. “To me,” says Miss Wilson, 
“it has always been impossible to reconcile the stocking- 
less fad with a ‘dressy’ effect. On the contrary, bare 
legs convey an impression of such informality as almost 
to amount to deshabille, and something that should be 
confined, it seems to me, to one’s own boudoir.” 

Lila Lee is another screen favorite who fails to be 
intrigued by the fad. “Bare legs,” declares the dark- 
eyed Lila, “completely destroy that harmony in dress 
which means so much to any girl’s appearance. A pleas- 
ing ensemble is obtained only by wearing stockings which 
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Myrna Loy at the left, Betty Compson at the top and 
Lois Wilson at the right in speech and picture de- 
clare their preference for fine silk hose, rather than 


bare legs 


harmonize with the costume. We would not think of 
wearing flesh colored hose with every sort of gown, but 
many girls do not stop to consider that the absence of 
any stockings at all gives exactly the same effect.” 

Betty Compson voiced enthusiastic approval of this 
opinion, and exhibited her own silk-clad ankles as proof 
of the fact that she considers stockings a necessary part 
of her dress. 

And the player whose ideas seemed finally to clinch 
the argument in favor of hose was Myrna Loy, whose 
exotic screen roles, such as the native dancing girl in 
“The Desert Song,” demand her appearance sans stock- 


ings, but who always wears them in private life. “And 
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MODERN DAYS—-MODERN WAYS 


A 
v 


HE man who said “there is nothing new under 

the sun” overspoke himself—took in too much 

territory. He apparently hadn’t been window 
shopping on Fifth Avenue for a couple of days. These 
lords of window display are bright chaps. Just when 
you think they have reached the pinnacle of modernism, 
that there isn’t anything left to do but retrace their steps, 
they spring a new one. 

Ringing the changes in window displays is a 
new game. The chap who discovers a new 
way to show the same old merchandise gets 
credit for 10 points or so, and becomes 
the day’s hero. In a day or a 
week he’s out of date, for 
some other smart, up and 
coming, young lad 
scores 20 points 
and goes to 


the head of the class. 

The boys have found hosiery particularly hard to 
twist into new shapes—for, after all, a stocking is a 
stocking and that’s that. The general rule has been to 
get a graceful drape. Lately, however, they seem to 
have put their brains to work on the problem. Here are 
some examples of deep thinking along the lines of finding 
new ways to show hosiery. No copyrights or patents pre- 
vent their being copied. 

In the center, Sulka, noted Fifth Avenue baron of 
men’s haberdashery, apparently has discovered a new 
way of showing men’s hose in combination with shirting 
materials. One sock on the form, another over the toe 


> ? 


Ideal where you have one pat- 
No great amount 


and a third on the top. 

tern in several color combinations. 

of work involved in setting up such a display either. 
We always thought pinning hosiery flat to a back- 






















eee 


ground made 


a stiff looking 
trim. At Lord & 
Taylor’s, however, it 


seems to give a highly mod- 
ernistic effect, as shown in the pic- 
ture at the left. 

The modernistic effect at the right also is 
from Lord & Taylor and nicely links up a 
combination of hosiery and underwear. The idea 
of pinning the socks across a panel in chevron effect 
is decidedly new and attractive. 

It will be noticed in the two Lord & Taylor windows 
that the backgrounds against which the hosiery is placed 
is most effective in setting it off. In the window at the 
left a black background was used, against which the new 
light spring shades stand out prominently. In the case 
of the men’s window at the top, the hose were in fairly 
bright colors, so a more neutral background was used. 
The shape of the panel backgrounds also is another 
point of interest, for they add greatly to the modernistic 
effect that is so much sought after today. 

A little study of these pictures will bring to mind 
other unusual treatments which will give that ‘‘some- 
thing different” look to your windows and attract at- 
tention. This is the age of the unusual in everything 
and window display is no exception. 
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Hosier 


LOOK TO YOUR 
BACKGROUNDS 


¢ 


N this day and 
| age you must be 

modern, especial- 
ly in your display 
windows or the 
women just won't 
look at your mer- 
chandise. Apparent- 
ly the easiest way to 
achieve a modernis- 
tic effect in your 
windows is to show 
your goods against a 
modern style back- 
ground — and that’s 
an easy job. 

Just to prove it to 
you, we present on 
this page four ex- 
amples of highly 
modernistic back- 
grounds against 
which hosiery has 
been well displayed. 
In the two windows 
from Stern Brothers 
the background is 
nothing more than a 
folded screen, which 
can easily be made 
of wall board, or 
even of canvas or 
oilcloth stretched 
over a frame work and painted. Against this is set up 
a smaller straight panel forming the central motif of 
the trim. Any number of variations can be worked 
out of this basic idea. 

The background in the Gimbel Brothers window is 
one that is used frequently by that store. It too can be 
made of wall board and hinged at the sides, then re- 
painted or recovered with wall paper every time a new 
color effect is desired. This particular type of back- 
ground lends itself well to small windows. 

More elaborate in detail is the background shown in 


Stern Bros. 
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Gimbel Bros. 


< Arnold, Constable 
& Co. 


the Arnold, Constable & Company window. The hinged 
screen is painted in several different colors, or differ- 
ent tones of the same basic color, and in front of it is 
set up a lower cut out screen. A spot light or two back 
of the lower screen directed toward the large screen 
helps out in giving a decidedly angular and modernistic 
effect. 

The simpler these backgrounds are, the better they 
look. Straight lines and angles are not difficult to 
handle, and the coloring is a simple matter in this day 
of quick drying enamels and lacquers. 
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MEN LIKE SOMETHING DIFFERENT 
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Says Frank J. Casey 
of the New Thayer 
McNeil Men's Shops 


M4 | VHAYER McNEIL CO., 15 West 
Street, Boston, has a new ‘“Men’s 
Shop,” in which quality hosiery is fea- 

tured prominently. Frank J. Casey is the buyer 

and manager of the remodeled Men’s Shop, 
which, in its recently acquired “smarter 
dress-up,” has been also substantially enlarged 
over the former men’s shop. Men and boys 
of all ages and tastes are constantly cordially 
invited, by frequent newspaper announce- 




















ments, as well as in charge-customer litera- 














ture, to visit the Thayer McNeil Men’s Shop, 
where they will find hosiery and shoes, in a 
wide selection. 

The woodwork of the new men’s hosiery 
case is of solid mahogany, to correspond with the wood- 
work of the panels of the shop. In addition to the 
hosiery counter show case, there is a glass display case 
surmounting the section, in which is shown the brand 
new colors in sweaters, with shoes and hosiery to corre- 
spond. For instance, a recent trim displayed a rust 
colored sweater, a white buck shoe, tan calf trimmed, 
and a sport hose in which shades of blue, rust, and 
white predominated ; in another part of this case, a gray 
sweater was placed beside a white buck shoe, black calf 
trimmed, and a pair of beautifully blended gray sport 
hose. 

One of the floor counter display cases was recently 
devoted to a showing of English and Scotch golf en- 
sembles, with appropriate shoes, sweater, and hose. 
Another case showed plain hosiery, or hosiery with 
delicate clox, for evening wear; the patent leather 
English Court tie, with bow, the plain toe patent leather, 
and the plain toe, dull calf oxford, were shown with 
this hosiery. 

On the theory that men are attracted by bright, as 
well as new, colors in hosiery, a wide range of wine 
shades in men’s half hose was shown; on a recent occa- 
sion, a display case featured hosiery in tones of wine, 
from deepest burgundy to the very bright reds in French 
lisles. Exquisite blendings, in what would be actually 
riotous colors, were it not for the artistry shown in the 
knitting of the imported novelty patterns, make a strong 


The men’s hosiery department in the new Thayer McNeil, Boston 


store as seen by an artist 


buying appeal to men and boys, as well as to their 
It is the policy of the Thayer McNeil 


women folk. 
Men’s Shop to have “something different” coming all th: 
time in the French novelty lisles. 
men’s hosiery this season,” said Mr. Casey, “is to show 
as much novelty as possible within the confines of re- 
finement.” In the more exclusive men’s shops, a buyer 
can so plan that certain patterns will be sold to his shop, 
only, and thus avoid the commonplace, and the rapid 
unpopularity of really attractive designs and colors. 


IGH-GRADE French lisle are good golf hose sellers 
to men at the Thayer McNeil Men’s Shop; so are 
the plain and rich effects in the hand-knited stockings to 
match the new Scotch and English sweaters—in fact, 
imported, as well as high-grade domestic hose for men, 
are always chosen carefully by Mr. Casey as to colors 
and color blends, thus putting men’s hosiery into 4 
readily purchased-commodity class, and making of men’s 
hosiery a quality, and not a price, proposition. Buyer 
Casey believes that there is still a very large proportion 
of men’s hosiery consumers, and their women “purchas- 
ing agents,” who never give a thought as to “How 
Much,” but rather is their idea to buy the men’s and boys 
hosiery that most appeals to them, regardless of cost. He 
also says that the French hosiery mills certainly under 
stand the art of beautiful blends and designs in hosiery 
for men and boys. 
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with every ensemble has built a big volume in this 

department for the Scheer & Co., Houston, Tex. 
And this merchandising method keeps the stock of an 
average of two hundred dozen hose turning without price 
concessions, featuring of special unnamed brands, or 
sales of any kind. 

Scheer & Co. is removed from the downtown con- 
gested shopping district. No appeal is made to the 
masses, as this store depends upon a clientele of select 
customers that have learned to solve their needs in this 
store to complete any ensemble. 

Every sales clerk of the store is a sales woman for 
the hosiery department. Although the prospect may be 
in the piece goods or the millinery departments, she 
has an opportunity to see and hear about the newest 
shade of hosiery to match the new hat or silk material 
purchased. 

A tie-up of the hosiery section is made with costume 
jewelry. It is found that the average woman expects 
to see the newest novelties and creations in costume 
jewelry. Often when buying material for a new gar- 
ment in the silks section or a new hat, the customer 
wants to see something in novelty or costume jewelry 
to brighten up the purchased article. This fact affords 
just the right opportunity to add a sale of hosiery to 
match the garment, as the costume jewelry is displayed 
in a case to the front of the hosiery stock. 


Ph vis ever just the right hosiery to coordinate 
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This is the de- 
partment where 
cut price sales 
are unknown—Scheer & Com- 
pany, Houston, Texas. Volume 
comes from fashion coordination 


Window displays are likewise found to be very eftec- 
tive in selling hosiery for this firm, even more so than 
for a downtown store. Well-lighted windows make it 
possible to center the attention of most people passing 
on the merchandise displayed, as traffic is not so con- 
gested. 

Two lines of hosiery are carried in this department ; 
no unbranded merchandise is ever stocked. The newest 
shades and creations are kept displayed and visitors to 
the store are reminded about the seasonable shades. 
Direct mail letters to a select list of customers likewise 
carry monthly announcements regarding the new ar- 
rivals, a practice that eliminates special sales and price 
reductions in this store. 


LTHOUGH no cut-price sale is ever held, if a par- 
ticular shade of hosiery loses its popularity, re- 
maining stock is placed on a table and slightly reduced, 
as from $2.00 to $1.50. No advertising is done to fea- 
ture this reduction ; and each shopper is told frankly that 
the shade is not in keeping with the season’s latest crea- 
tion. Customers that purchase one or more pairs of fash- 
ionable hosiery are reminded that a few pairs of the off 
shade stock will be economical for home wear. And in 
this way customers are educated to know that they may 
always find the newest in this department and that any 
time a particular shade is not expected to hold good 
throughout the season she will be frankly told. 















THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 
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Sheer Service Ps Sheer Service é Sheer 
ALLEN—A GOLD MAID KRAMER HOSIERY CO. 
1. Naturelle 1. Naturelle 1. Belleek 1. Grain 1. Sun Tan 1. Champagne 
2. Shell 2. Shell: 2. Champagne 2. Champagne 2. Charmaine 2. Sun Tan 
3. French Nude 3. French Nude 3. Grain 3. Boulevard 3. Mirage 3. Allure 
4. Sun Tan 4. Allure 4. Elephant Hide 4. Light Gun Met.l 
5. Lido Sand 5. Sun Tan 5. Allure 5. Elephant Hide 
ARTCRAFT 
1. Amber Tan 1. Amber Tan : . 4 
KRUEGER-TOBIN 
2. Sun Tan 2. Sun Tan GOTHAM 
3. Castor 3. Fallow 1. Seasan 1. Seasan ; 75 5 anges 
4. Zephyr 4. Spring Tan 2. Manon 2. Grain . - ss Sand * anaes 
5. Spring Tan 5. Petal. 3. Sun Tan 3. Black 7 pr 3. Sun Tan 
4. Eggshell 4. Atmosphere 
4. Pecan 4. Pawnee if : Se 
i Dts 5 Basin 5. Beige France 5. Lido Sand 
BLUE MOON rs : 2 
1. Manon 1. Grain MOJUD 
2s 2 ARRIS 
& Sen: Tee 2. Sun Tan HARRIS 1. Naive 1. Pueblo 
3. ees 3. een 1. Dueotone 2. Lido Sand 2. Naive 
% Tawny * my 2. Javette 3. Bambon 3. Lido Sand 
5. Seasan 5. Naive 3. Indian Skin 4. Atmosphere 4. Sun Tan 
4. Sun Burn 5. Parchment 5. Atmosphere 
CARLTON 5. Sun Tan 
1. Naive 1. Naive ROSENHAIN 
seal eiaga 2. Sun Tan HOLEPROOF 1. Lido Sand 1. Lido Sand 
wn Tr 7 see — 1. Grain 1. Grain 2. Hoover Tan 2. Hoover Tan 
. Lido Sane . S . : , 
ido San 2 Tourterelle 2 Gun Metal No.2 3. yout 3. Light Gun Metal 
3. Blond d’Or 3. Chire 4. Light Gun Metal 4. Pecan 
Be 5s , : ss 
CORTICELLI 4. Claire 4. Coquette 5. Sun Blush 5. Sun Blush 
1. Nude 1. Nude 5. Rose Brune 5. White 
2. Pastel Nude 2. Kashar Tan SOCIETY MAID 
3. Pastel Gray 5, Rand Sint HOLLYWOOD 1. Grain 1. Grain 
4. Sun Tan 4. Gun Metal 2. Burlwood 2. Burlwood 
5. Bisque 5. Bisque 1. Nude 1. Pearlblush 3. Naive 3. Lido Sand 
2. Light Gun Metal 2. White 4. Lido Sand 4. Snieoen 
3. Breezee 3. Mistery Sere 
DEXDALE 5. Breezee 5. Naive 
1. Samoa 1. Samoa 
2. Rese Taupe 2. Rose Metal TRON CLAD TITANIA 
3. Harmony 3. White 1. Pearl Blush 1. Mirage 1. Grain 1. Boulevard 
4. Rose Metal 4. Harmony 2. Mirage 2. Atmosphere 2. Breeze 2. Breeze 
5. Bubbles ° 5. Bubbles 3. Mistery 3. White s 3. French Brune 3. Grain 






Boot AND SHOE RECORDER, June 1, 1979 





This 
Marl 
Distr 
tite : 
plied 
of h 


July 


f “ae 


qualit 
unfai 
secon 
tute a 
prepa 
1, of 
“hall- 
the n 
censes 
In « 
in eX 
the P; 
said : 
aah 
was c 
and tl 
“W 
ness I 
their 
only « 
those 
time c 
turers 


“A 


form | 
ery at 
then ti 
side o 

“Th 
mark,’ 
only o 
the cr¢ 
it is f 
his un 
















hosier 
dlise. 

placec 
first ¢ 
stand 







Hos 





Metal 
Tide 


[125] 


A MOVE TOWARD MORE 
PRECISE STANDARDS 
IN 


This is the “Hall 
Mark” of the Hosiery 
Distributtor’s — Insti- 
tute which will be ap- 
plicd to several brands 


of hosiery beginning ; ouniane - 
July 1, to designate NDORSEMENT of 


first quality stockings the efforts of the 
Hosiery Distributor’s 
Institute to identify first 
quality hose in an effort to eliminate, or at least abate the 
unfair competition that comes from selling unidentified 
seconds as firsts, was given at a dinner held by the Insti- 
tute at the Hotel Commodore, New York, late last week, 
preparatory to the putting into actual use, beginning July 
1, of the “hall-mark”’ devised by the Institute. This 
“hall-mark” will be stamped on several brands of hose, 
the manufacturers of which already have obtained Ji- 
censes from the Institute for its use. 

In explaining the aims of the Institute, which has been 
in existence about a year, Reinhard Huetig, president of 
the Paterson Mutual Hosiery Mills and of the Institute, 
said : 

“The marketing of unbranded sub-standard hosiery 
was considered to be the most serious single problem, 
and the Institute set about working out a solution. 

“We recognize the efforts of the National Better Busi- 
ness Bureau, to have all manufacturers uniformly brand 
their sub-standard hosiery, but their measure of success 
only created a beiter and more profitable market for 
those who would not join in the movement, at the same 
time creating a greater sales resistance for the manufac- 
turers who subscribed to their proposals. 


Be FTER a great deal of study and practical con- 

sideration the futility of getting a unanimous uni- 
form branding of sub-standard hosiery with the machin- 
ery at present available, became apparent. The Institute 
then turned its thinking from the negative to the positive 
side of the question. 

“The result of that thinking was the present ‘hall- 
mark,’ which is being licensed by the Institute to be used 
only on First Quality Full Fashioned Silk Hosiery. By 
the creation of this ‘hall-mark’ the Institute believes that 
it is furnishing to the retailer a very definite reply to 
his unethical competitor, who is now using sub-standard 
hosiery in direct competition with first quality merchan- 
dise. At the present moment the ethical retailer is 
placed on the defensive, having to justify his price of 
first quality to the consumer, who has been offered sub- 
Standard merchandise unbranded and often misrepre- 
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sented either directly or by inference. 

“With the ‘hall-mark’ on his first quality hosiery, we 
immediately reverse that situation and the ethical re- 
tailer puts his unethical competior on the defensive, as he 
can point to the ‘hall-mark’ as an endorsement of the 
Institute and convince his trade that unbranded mer- 
chandise without the ‘hall-mark’ is bought by consumers 
at their own risk. 

“I spoke of the ‘hall-mark’ as an endorsement and 
that is just exactly what it is intended to be. Financing 
in this country is done on endorsement and so is a great 
deal of the merchandising, and I believe it to be sound 
in theory and in American practice, that two good 
names are better than one.” 


ARTIAL endorsement of the idea was given by 
Fergus Bantig, hosiery buyer for R. H. Macy & Co., 
who declared that the Institute might go further and 
set up beyond any question of doubt a set of standards 
which would definitely establish first quality hosiery. 
Further endorsement of the 
given by Irving Tannenbaum of Kirby, Block & Fisher, 


“hall-mark” idea was 
resident buyers for a number of prominent retail stores 
throughout the country. 

Full endorsement of the “hall-mark” and of the In- 
stitute in general was given by Dr. Hugh P. Baker, 
manager of the trade association department of the 
U. S$. Chamber of Commerce, who sketched possible 
of the Institute and that 
now look with favor upon trade association affiliations 


activities asserted bankers 
of concerns who come to them for new financing. 
Other addresses were made by M. L. Cohn of the 
Society Maid Hosiery Co., who has been active in the 
work of the Institute; Harry Einstein, the Institute’s 
managing director, and Joseph P. Voorhes of the firm 


of that name. 


3y July 1 it is expected that the legal controversy over 
double pointed heels will be fully adjudicated by the 
courts, which are now considering briefs filed by con- 
tending parties. In general, Schletter & Zander, manu- 
facturers of Gordon V Line hosiery contend that other 
double pointed heels now on the market are infringe- 
ments of their patents. 
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A Merchandising Message to Hosiery Manufacturers 


YOUR HOSIERY CAN BE SOLD 
PROFITABLY 


BY THE RETAIL SHOE MERCHARNT 








E 12,526 retail shoe merchants who are paid sub- 
scribers to the Recorder represent an ever-increasing 


outlet for hosiery. 


([ HESE merchants are now realizing more profits from 
merchandising hosiery with shoes than ever before. 


ANY hosiery manufacturers are awake to the pro- 


ductivity of this tremendous market. You, too, 


through advertising in the 


JULY 61th HOSIERY SECTION 


will find the retail shoe merchant to be very responsive 


to your offerings and the market an unusally profitable one. 


BOOT AND SHOE RECORDER 


HOSIERY DIVISION 





239 WEST 39th ST. NEW YORK, N. Y. 
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AURICE M. GOLDSTEIN, for seven years a 
member of the sales staff on the Van Raalte Com- 
pany has been chosen to fill the newly created post of 
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metropolitan sales manager. This takes in all territories 
in the five boroughs, Westchester and New Jersey, 
except the department store in central Manhattan, 
Brooklyn and Newark, which will be handled by J. M. 
McCarthy as in the past. 


a d 


The present demand for $1.65 hosiery of a superior 
quality in an all silk chiffon with picot top and an all 
silk medium weight has prompted the Paterson Mutual 
Hosiery Mills, Inc. to develop two new Ruby Ring num- 
bers. Both have narrow square heels. “These styles are 
now ready for delivery in all the fashionable spring 
shades including black and white. 
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In an effort to identfy stores offering Knitbac 
Hosiery Repair with the nation-wide advertising cam- 
paign which will soon be launched, the Gotham Knitbac 
Service Company, Incorporated, today began distribu- 
tion of a new and unusual type of counter sign for its 
contract-holders. 

Attractively mounted on a silver easel base, the 
Knitbac sign displays the newly adopted silver and blue 
which will be characteristic of all Knitbac publicity. A 
new process of utilizing Pyroline, over the face of the 
Knitbac sign, gives it all the attractiveness of glass, yet 
the sign can be handled for years without any damage. 


XY 


Just prior to the start of the Graf Zeppelin on its 
interrupted voyage to America last month, Julius Kay- 
ser & Co. received an order by cable from Basle, Switz- 












chandise. 


Flash Up Your Hosiery Display 


Don’t just show the stockings. Tell 
the people what they cost and men- 
tion the points most worthy of note. 
People who won’t come in to get 
this information will come in when 
they have it. The best way to get it 
before them is by means of a neat 
card placed directly above the mer- 


Crystal Fixture Company 


No. 45 Hosiery and card stand is 
adjustable from 12” to 21”. Card 
and frame are instantly removable 
to facilitate draping the hosiery. 


Price, $3.00 each 
Dozen lot, $33.00 


53 W. Jackson Blvd. 
CHICAGO, ILL. 
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FAIRY FORMS 


“CalfHi”’ Fairy Forms are used in the above dis- 
play. Price only $4.50 a pair. 


They Sell Hostery 


ISPLAY your new hosiery styles 

on Fairy Forms—put them where 
passing eyes can see them—and watch 
them sell. Fairy Forms have a way— 
all their own—of drawing the eye and 
making sales. 


They have a characteristic poise that 
stamps them as different. The raised heel 
and balanced toe express all the activity 
and allurement of the well-formed human 
leg and foot. No supports of any kind 
are required because each Fairy Form is 
weighted in the toe to stand erect. Made 
of light and airy Fairylite which is fin- 
ished in an attractive flesh tint. 


In addition to the “CalfHi” Fairy 
Form illustrated above we make “Ankle 
Hi,” “Ne Hi” and “Thi Hi” Fairy Forms 
for displaying women’s hosiery, also a 
“CalfHi” Form for men’s socks. Orde1 
from your jobber or mail the coupon 
below. 


Hosiery 
with fancy 
heels can 
be attrac- 
tively dis- 
played on 
Fairy 
Forms 


Inc. 


SHOE FORM CO. 
AUBURN, NEW YORK 


Mail This Coupon 


SHOE FORM CO., Inc. 
Auburn, New York 
pairs of “Calf Hi” Fairy 


Forms at $4.50 a pair. It is agreed that I may 
return them if not found satisfactory. 








erland, for the shipment by Zeppelin on the return trip 
of 10 dozen pairs of hose. 

The order is being held pending the making of an- 
other attempt of the Graf Zeppelin to reach America 
and return. If Shipped, this will be the first hosiery 
order ever delivered by airship. 


xy 


The Gotham Knitbac Service Com- 
pany, Incorporated, announces that 
E. F. Miller, formerly of the Indus- 
trial Research Staff, of the Miller, 
Franklin, Bassett Company, has becn 
appointed district sales manager, for 
the Chicago area. 

Mr. Miller, has 
associated with the development of 
the Knitbac machine for hosiery re- 
pair for many months, and is excej- 
tionally well-fitted to render mer- 
chandising counsel and advice to the 
growing number of retailers who are interested in hosiery 
repair. The Chicago office of the Gotham Knitbac 
Service Company, Inc., is in the State-Lake Building, 
at 190 North State Street, Chicago. 


been intimately 


E. F. MILLER 


Julius Kayser & Co. have acquired controlling interest 
in the Hosiery Motor Mend Corporation, operating the 
Vanitas system of hosiery repair, and have organized a 
separate company to exploit the hosiery repair machine. 
The new company will be known as the Kayser Hosiery 
Motor-Mend Corporation. H. L. Van Praag, president 
of Julius Kayser & Co., also is president of the new 
organization. 


xy 


Messrs. Stollerman & Harris announce the formation 
of a new corporation, Flawless Hosiery Repair, Inc., 
which, with the installation of Knitbac equipment, has 
begun operations at Marcy and Fourth Streets, Brook- 
lyn, N. Y. 

The present plans of the new corporation, which pro- 
vide for the rapid extension of service through hundreds 
of outlets in New York and New Jersey. 

The Gotham Knitbac equipment, consisting of 10 ma- 
chines, has already been delivered, and it is expected 
that more will be added later. 
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Orders for approximately $1,000,000 worth of new 
full fashioned hosiery knitting machinery have been 
placed by the Allen-A Co. with Reading, Pa., machinery 
producers. All the new machines are to be operated 
under the two-machine system. 


XY 


Harrington & Waring have been appointed selling 
agents for the Becker Ingrain Hosiery Mills, now being 
built at Atkinson, Wis. The new mill will make only 
54+ gage ingrain goods, which will be sold to jobbers 
through Harrington & Waring. 


x 


Fifteen additional 24 section machines are being in- 
stalled in the expanded plants of the Propper Silk Hos- 
iery Mills at Elmhurst, L. I., and Long island City, 
bringing the total of these machines to be operated by 
the company in the production of 51 gage ingrains up 
to 50. The company is disposing of its 42 gage ma- 
chines and confining production to 45, 51 and 57 gage. 


Film Beauties Prefer Stockings 


[CONTINUED FROM PAGE 119] 


I do not think,” observes Myrna, “that any fad, how- | 
ever it might sweep the country, would induce me to | 


give them up.” 


And so Hollywood, which introduced the fad, is | 


gradually exhibiting a tendency to turn away from it. 
Many bare legs are still seen on the streets of the film 
capital—many will be seen this summer—but their num- 
ber is constantly growing less, and there are those who 
predict that within a year the unclothed female limb will 
become extinct, even in Hollywood. 


I Neever K ick at Hosiery Bills 
[CONTINUED FROM PAGE 118] 


in which case we supplied stockings for the famous 
Albertina Rasche ballet dancers as well as for the other 
numerous dance numbers. 

At the same time we were filling the needs of our 
first talking picture on college life, “College Days,” in 
which picture the girls were indulging in gay, stamping 
dance steps that revealed silk-clad limbs. 

Cecil B. DeMille also demanded a colorful showing of 


silk-clad chorus girls in his first Metro-Goldwyn-Mayer | 


picture, “Dynamite,” which emphasized the luxuries of 
the modern girl in contrast to the working classes. 


So, although I frown and growl when the expense | 


accounts are laid on my desk, I am not so gruff when I 
see the figures footing the hosiery bills. 
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KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 
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Shadow Clocks should provide 
the big volume business in your 
hosiery department during July. 
Full Fashioned—All Silk from 
top to toe—Exceptionally Sheer 
Chiffon—Shadow Clocks will 
appeal to vacationists resulting 
‘in extra pairage and increased 
volume. 


Delivery June 25th 


PUNG JADE SAYS No: 


shadow of a doubt that Shad- 
ow Clocks will be profitable. 





ELLIOTT HOSIERY COMBDARY. Inc. 
258 FIFTH AVENUE NEW YORK 
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